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Illinois Managers Wanted 


At 
Bloomington | Peoria 


Elgin La Salle 
Freeport Springfield 


Also some fine General Agency openings 


in Eastern IOWA and Eastern MISSOURI 


LIBERAL CONTRACTS 
STANDARD and SUB STANDARD Risks 


RESERVE LOAN LIFE 
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INDIANAPOLIS INDIANA 




















Capital $200,000 


CENTRAL STATES LIFE 


INSURANCECOMPANY 
SAINT LOUIS 

















All Ages up to 65 

Participating and Non-Participating Policies 
Standard and Sub-Standard Risks 

Prompt Service 


T= E life insurance agent who wishes 
to obtain the representation of a 
reliable and preeminently honest com- 
pany will find The Gem City Life 
admirably suited to his needs. The Gem 
City will equip its agents to write all 
forms of personal protection and in one 


good strong company. 
There are exceptionally good oppor- 


tunities for agents and general agents 
in good producing territory. 





Excellent territory for General Agencies 
open ‘n Illinois, Minnesota, South 
Dakota, Kansas, Missouri, Wyoming and 
California $2 $3 st 





GEM CITY LIFE INSURANCE COMPANY 







































































The Net Worth of Cooperation 


I. A. Monrussetr, Vics-Pres. 
DAYTON, OHIO | 
J} 
Z 
Carl G. Winter Charles W. Folz 
President Secretary 





HAT does it mean to you to have the 
company you represent on terms of 


feeling that you have an able, helpful friend 
ready to go the limit in aiding you to get the 
signature on the line? 


One of the principal reasons for the steady 
expansion of this company during the fifteen 


Protection partnership with you? years of its life is the type of cooperation 
From Age 1 Day } : ‘ + given to our representatives in the field. 
to 65 Years Is there any advantage in your daily work in 


Rich territory in the Middle West is being 
steadily developed on plans that mean a 
brilliant future for many insurance salesmen. 


If you would like to learn more about 
these plans address an inquiry to 


W. SCOTT DEMING 
Second Vice President and Agency Manager 


Public Savings Insurance Co. 
Public Savings Building 


Indianapolis 
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Twenty-Seventh Year, No. 52 


IGENERAL PROSPERITY IS 
BASIS OF IMPROVEMENT 


Credited With Bringing About 
Increased Dividends and Re- 
duced Net Cost 








AFFECTS MORTALITY RATE 





Big Business Permits of More Careful 
Selection; Also Aids Expense and 
Investment Factor 



















PHILADELPHIA, PA., Dec, 24.—A 
prominent actuary said recently that the 
general prosperity of the life insurance 
business today is the principal reason 
for increases in dividends which have 
been announced by a number of com- 
panies and will probably be evidenced at 
the end of the dividend year by many 
others. A rather remarkable condition 
exists in that all factors entering into 
the determination of a dividend are fa- 
vorable at the same time—expense, mor- 
tality and investment, 

The general prosperity of the business 
has had a marked effect on the mortal- 
ity. It enables a very careful selection 
of insured lives. This is more or less 
an intangible matter, but it is evidently 
one which exists and one which any man 
who sits in the councils of a big life 
insurance Company can note when the 
matter of selection comes up. 


Agents Will “Take a Chance” 


_When the agents are having a hard 
time to get business and are barely mak- 
ing a living the companies can not but 
be affected in the selection of the busi- 
ness. If a case comes in which is a 
little doubtful they will take a chance 
because they know it means a great deal 
© the agent. This of course is evident 
only in the great mass of business and 
mot always in individual cases. There 
is a different attitude and different dis- 
position on the part of those who are 
lecting the business. In addition the 
ompany’s position is important. When 
business is easy to get and increases are 
oming in rapidly the selection is nat- 
urally stiffened. But if it is hard to get 
business and an increase can be made 
only by great effort and expense of 
nergy, then the company becomes a lit- 
le less careful whom it takes. 

hen again when companies are grow- 
ng rapidly and taking on a lot of new 
business the percentage of recently ex- 
mined lives is increased. This can not 
but have its effect on the mortality rec- 
ord of the company. When business is 
low the number of new lives is les- 
ened the effect of the examination on 
he old lives is worn out and the mor- 
lity naturally goes up. 


Expense Factor Favorable 


The expense factor has never been as 
avorable with the life insurance com- 
panies as it is today. The companies 
ave learned how to keep down ex- 
eee. This item has improved stead- 
¥ since 1907 when the New York law 
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A REVIEW OF LIFE INSURANCE AND 
ITS PROGRESS IN YEAR JUST CLOSING 


F. TYRRELL ———————— = 





Legisintive Counsel Northwestern Mutual Life 


than $11,500,000,000 of life insur- 
ance in 1923, an amount exceeding 
the total life insurance in force in the 


A MERICAN companies issued more 


United States 20 years ago, and an 
amount exceeding that issued in the 
former record-breaking year 1920, by 


approximately $1,500,000,000. 

The business of 1920 was attributable 
to the circumstance that persons and 
affairs were abnormal. Then there was 
a post-war situation that took no heed 
of proportions. Persons bought insur- 





HENRY F. TYRRELL 


ance because they had the money to 
vay for it. They ran wild in that re- 
spect, just as they did in other features 
of life. Now passes the year 1923, with 
approximate normalcy in the general 
affairs of life, and it beats the former 
high water mark by a billion and a 
half of dollars! 

Centuries ago, inquiring minds were 
able to ascribe causes for extraordinary 
phenomena, but it remained for a con- 
temporaneous genius to make a slogan 
of the habit. To quote this genius, 





forced the companies to give some at- 
tention to this feature. 

The investment factor is also very 
favorable as compared with a number 
of years ago. Good farm mortgages can 
be secured to return 6 per cent with lit- 
tle chance of loss. If a mortgage is put 
on a farm worth $10,000 and the mort- 
gage only runs $3,500 or $4,000 there 
is absolutely no possibility of the com- 
pany being unable to get its money out. 
The real estate investment market is 
much better today from the standpoint 
of the companies than it used to be. 
Another big factor is railroad securities. 
It used to be a hard proposition to get 
a good return on railroad bonds of the 
safe variety. Now it is possible to buy 
railroad equipment bonds secured by the 
main lines where the traffic must go up 
if business is to continue and obtain a 
return of 5% to 5% percent. 








“there’s a reason” for the record of 
1923, and when one states that reason— 
or reasons—he probably touches the 
quick of prognostication for the future. 

Fundamentally, the institution of life 
insurance has not changed. It has been 
for years, and now is ready, equipped 
and willing to render the fullest service. 
It has been able to do so—to the extent 
of a new record in 1923—because of the 
fuller appreciation by the public (mani- 
fested in the attitude of bankers, trust 
companies and others) of the excellent 
service it is capable of rendering, and 
because of the appreciation by its 
agents that theirs is a professional oc- 
cupation through which the needs of 
clients must be carefully studied and 
conscientiously administered unto. 

The real reasons for the large volume 
of 1923, therefore, come from without 
the institution, on the one hand, and 
from within it, on the other. 

Some of the “features” of the year 
will be referred to in this article, hav- 
ing regard for order and classification. 


Liberalization Policy 


First and foremost, therefore, may be 
mentioned the practice by companies of 
greater liberality toward both present 
and prospective policyholders. 

This practice was manifested in many 
ways, but chiefly through increased 
dividends and consequent lessened net 
cost, made possible by the safe assimi- 
lation of the large volume of earlier 
years, the market for good investments 
and of lower expenses, despite unwar- 
ranted taxes. 

Life insurance unquestionably has 
entered upon an era of lower net cost. 
This was an important feature of the 
business of 1923 and it will be prac- 
tically a controlling one for the future. 

Liberalization ot the policy contract 
was manifested further in the reduction 
or elimination of surrender charges, re- 
sulting in larger equities in policies in 
the earlier years of insurance; in the 
attempt to make definite, so-called dis- 
ability provisions, with a manifested 
disposition to be more liberal in the 
treatment of claims thereunder; in the 
increase in the maximum amount of risk 
on a single life and in the development 
of new avenues of coverage. 

New Avenues of Coverage 


While not properly classifiable as a 
new avenue of coverage, still the group 
idea was augmented in 1923. Employ- 
ers appear to think that life insurance 
is a good medium through which to ren- 
der service of value to employes and 
this, in turn, gives to the individual 
worker a personal idea of life insurance, 
which is reflected in increased business. 

Insurance for the protection of busi- 
ness was expanded as to both corpora- 
tion and partnership needs; for exam- 
ple, in the use of life insurance for en- 
larged building operations, to provide 
for the retirement of bond issues; to 
protect mortgages; to cover inheritance 
and other taxes; to provide collateral 
for borrowing and to provide old age 
retirement pensions. 

Insurance for the education of chil- 
dren is a comparatively new feature 

(CONTINUED ON PAGE 12) 
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POINTS OUT HAZARDS 
OF GROUP INSURANCE 


Advises Small Companies to Care- 
fully Investigate Before 
Writing It 





SUGGESTIONS BY ACTUARY 


Says It Can Be Profitably Written By 
Small or Large Companies, If 
Properly Handled 





Valuable comment on the subject of 
group insurance as applying to small 
companies was recently given by a 
prominent actuary who, while not at- 
tempting to disparage the entry of small 
companies into group insurance, saying 
that in many cases it was a good move, 
did warn of the disadvantages and out- 
lined many of the problems faced by 
the small company upon taking up this 
class of insurance. He summed up his 
comment by saying that he does not 
think it advisable for a small company 
to take up group insurance until it has 
developed a very large agency force and 
is well developed financially. 

Organization Expenses Heavy 


The first consideration in taking up 
group insurance is the matter of open- 
ing a group department. Group insur- 
ance is usually written by specially 
trained men, These are difficult to ob- 
tain in the cases of small companies. 
The expense of opening a department 
and employing group specialists may not 
be warranted by the volume of business 
written. There are many underwriting 
problems which should go to a respon- 
sible expert in group insurance and not 
to any clerk in the office. For this rea- 
son it is practically necessarv that the 
company have a special group depart- 
ment and not merely turn the group in- 
surance over to one of the desks in the 
office, 


Competition an Important Factor 


Competition is another important fac- 
tor, this being of particular importance, 
as the best risks are those for which 
there is most competition. To have a 
favorable experience, a company must 
write good risks. The large company 
is better able to handle the risks and 
thus a small company is at a disadvan- 
tage on this point. The fact that the 
most careful underwriting will not avoid 
an accident, regardless of the group 
covered, was illustrated in the case of 
an investigation recently made of one 
company’s records. It was found that 
the group on which the most favorable 
record had been made was a large bank. 
At the same time the group on which 
the most unfavorable record was made 
was a large bank in the same city. The 
second most favorable group was a 
steel plant and the second most un- 
favorable group was a steel group. If 
a small company is carrying a large 
sized, poor risk, the resulting loss may 
be disastrous, 

In a recent discussion on this sub- 
ject by a group of actuaries, it was 
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pointed out that many small companies 
have undertaken the writing of group 
insurance and had a very favorable ex- 
perience. It was believed by several 
that group insurance can be handled 
just as well by small companies as by 
large, provided the proper methods are 
used in handling the details. It requires 
a heavy outlay and special work and, 
as one actuary said, no company should 
undertake this class of business without 
effecting a definite group department, 
with a specialist in charge. The warn- 
ing of the dangers from competition 
was emphasized further by other actu- 
aries. It was pointed out that the small 
company cannot furnish the service of- 
fered by the big company, such as help- 
ful service and for this reason is at a 
disadvantage in the case of competition. 
The small company may obtain some 
large local risks, but unless the spread 
is extensive and numerous groups are 
written, there is the danger of heavy 
claims and also of the heavy loss to 
premium income involved in the loss of 
this group. 
Catastrophe Hazard Great 


Then again there is the fluctuation of 
mortality. An influenza epidemic to a 
company which has taken on two or 
three big groups, might be an impor- 
tant cause of loss. It might even force 
the company into financial difficulties. 
It must be remembered that there is no 
reserve to speak of against this kind of 
business. Practically the entire amount 
is at risk. It is-almost a casualty busi- 
ness as compared with a life insurance 
actuarial problem generally. 

Then again there is the catastrophe 
hazard. Wherever a large number of 
men insured under one group policy are 
housed in the same building there is a 
possibility of disaster. Some examples 
that could be given are the case of the 
Illinois Trust & Savings Bank in Chi- 
cago. a few vears ago, when a blimp or 
dirigible airship fell through the sky- 
light of the building and caused the 
death of nine employes of the bank. 
The Eastland disaster is another ex- 
ample of a catastrophe hazard. Here 
was a case where the employes, in their 
ordinary course of work were not con- 
centrated in one place, but the big West- 
ern Electric picnic was scheduled and 
thousands of them were loaded upon a 
single excursion boat, which capsized 
in the Chicaeo River, causing an+¢im- 
mense loss of life. os 

When the old Equitable Building 
burned in New York the fire happened 
to be early in the morning. If it had 
occurred at 9 or 10 o’clock a holocaust 
might have resulted. This catastrophe 
hazard is, of course, of less importance 
in the case of a concentrated group life 
insurance business, but in many of the 
big group cases the employes are scat- 
tered all over the 48 states of the Union. 
A comnany which is entered only in a 
few states would have difficulty handling 
a risk of this kind. 





Kansas City Life Building Progresses 


The Kansas City Life building, the 
first large commercial project to make 
inroads into the once stately vicinity. of 
Armour boulevard and Broadway in 
Kansas City, Mo., is rapidly assuming 
its graceful proportions. The building 
is on Broadway, facing Armour boule- 
vard at its west termination. It is now 
assured that the building will be com- 
pleted and in entire readiness for dedi- 
cation when the big agency conference 
will be held next August. It will be 
ready for partial occupancy about June 
1, however. The building occupies an 
imposing position in the center of a five 
and one-half acre tract, and will be en- 
tirely for the company’s own use. 


Robert C. Lowe 


Robert C. Lowe, for many years one 
of the leading producers in the Marsh & 
Dibble general agency of the North- 
western Mutual in Cleveland, has been 
appointed district manager of the com- 
pany for Richland, Ashland and Wayne 
counties, and after Jan. 1 will be lo- 
cated in Ashland, O. 





SEEK TO CHECK LOANS 


MISSOURI STATE LIFE PLAN 





Would Discourage Policyholder From 
Borrowing on Policy But Finds It 
Delicate Problem 


ST. LOUIS, MO., Dec. 18.—A _ big 
problem that the Missouri State Life, 
in common with other companies, is en- 
deavoring to solve at the present time 
is the question of policy loans. In re- 
cent years the aggregate number of 
such loans has been increasing. Many 
policyholders make it a regular prac- 
tice to borrow money on their insurance 
because they find it the quickest and 
the easiest way to raise money in a 
hurry, and many of them neglect paying 
back the loans for long periods, merely 
keeping up the interest payments. 

F, Morgan, assistant secretary, 
who is in charge of the policy loan de- 
partment for the Missouri State, has 
given much careful thought to this del- 
icate problem, and endeavors to hold the 
number of such loans to the minimum 
while giving the policyholders the maxi- 
mum efficiency in such service. How- 
ever, when possible he discourages a 
policyholder from borrowing on his in- 
surance, 

Problem in Psychology 


The form letter that goes out to 
those seeking to make loans on their 
policies is of the dual-use type, the cir- 
cular attachment advising the would-be 
borrower to “Think Twice Before You 
Borrow on Your Life Insurance.” The 
circular then points out that the loan 
privilege of the policy is invaluable in 
an “emergency;” that needed money 
can be obtained promptly, without un- 
due formality and at a moderate rate of 
interest, with the policy as the sole se- 
curity, but that this privilege should be 
saved for an “emergency.” for a loan 
which the policyholder makes lightly 
may rest heavily upon the beneficiaries 
of the policy. 

“Dual Use” Form Letter 


Just when the most effective time is 
for missionary work against the policy 
loan evil, if it can be called such, has 
not been fully determined by Mr. Mor- 
gan. The psychology of the problem 
must be considered. To send out a 
general circular against making policy 
loans to all policyholders probably 
would result in an increase rather than 
a decrease in such loans; the letters 
merely serving to advise many policy- 
holders that they can make such loans. 
Too strenuous efforts to discourage a 
policyholder from making a loan when 
he files an application for one may also 
cause a comeback, Mr. Morgan fears, 
as the policyholder may get the idea 
that the company is seeking to deny 
him one of his rights under the policy 
and become antagonistic. Mr. Morgan 
has about concluded that the most ef- 
fective time to check policy loans is 
when the policy is sold, believing 
agents should not put too much stress 
on that point in selling insurance. 


Markey Resigns from Maccabees 


Having completed re-organization of 
the Maccabees, a fraternal society, on a 
legal reserve basis, D. P. Markey, for 
33 years supreme commander of the 
Maccabees, has resigned to take effect 
Jan. 1 and will be succeeded by A. W. 
Frye, formerly supreme lieutenant-com- 
mander. Mr. Markey is regarded as 
the dean of the fraternal world. He was 
formerly president of the National Fra- 
ternal Congress. He also served two 
terms in the Michigan legislaturé and 
was speaker of the house in 1887. 
Though resigning as supreme comman- 
der, he will still be actively identified 
with the Maccabees, with charge of the 
investment of its reserve funds. 

A. W. Frye, who succeeds Mr. Mar- 
key as supreme commander, has been 
active in the management of the Mac- 


cabees for 25 years. 


>... 





COMPANY COMMENDED 


REPORTS ON WESTERN LIFE 
Des Moines Life Company Given Clean 
Slate by Iowa Departmental 
Examination 





The examination report of the Iowa 
insurance department on the Western 
Life of Des Moines, which is contem- 
plating an extensive campaign to include 
entry into several new states, gives the 
company a clean slate and an excellent 
send-off in every respect. In conclusion 
of the specific comment, the report states 
that the.company has made a very good 
increase in the amount of insurance in 
force during 1922 and especially during 
the first nine months of 1923. To date 
in 1923 the net gain in insurance in force 
as shown by the insurance account is 
more than twice the net gain of insur- 
ance in force for the entire year of 1922. 
This results not only from good produc- 
tion, but also the moderate rate of lapsa- 
tion. The examination report was made 
as of Sept. 30, 1923. 


Traces Company's Growth 


The last departmental examination 
was made to cover transactions up to 
and including Dec. 31, 1922. This ex- 
amination was made at the request of 
the company, as it desires to enter addi- 
tional territory. The company is at 
present operating in Iowa and South 
Dakota, but is now contemplating ex- 
tension into additional states. The his- 
tory of the company as reviewed since 
its organization in 1907 as the Western 
Mutual Life, with home offices in Coun- 
cil Bluffs. In 1912 it was moved to Des 
Moines and in 1914 the company 
changed to a stock basis as the Western 
Life, with a capital of $100,000. Prior to 
January, 1916, the company issued only 
deferred dividend participating business 
and since that time has issued only non- 
participating policies. The amount in 
force on Sept. 30 of this year was as fol- 
lows: Participating, $1,013,000; non- 
participating, $16,885,119; the total being 
$17,898,119. The maximum retention of 
the company for all ages is $5,000 life 
and $1,000 double indemnity. Partici- 
pating business is valued on the basis of 
the Actuaries’ Combined Experience 
Table and 4 percent full preliminary 
term. The non-participating business is 
valued on the basis of the American Ex- 
perience Table of mortality and 3% per- 
cent modified preliminary term plan, or 
the Illinois standard. In the case of the 
special ordinary life policy, however, 
which has been issued since August of 
this year, the select and ultimate 3% 
percent basis is used. 


Commend Management 


The report comments favorably on the 
company’s action on policy claims and 
on the general management of the com- 
pany under the direction of the follow- 
ing officers: President, J. H. Jamison; 
vice-president and secretary, A. D 
Struthers; assistant secretary, H. D. St. 
John, and medical director, M. L. Tur- 
ner. The financial statement of Septem- 
ber 30 shows total admitted assets of 
$1,541.662. The net reserve is $1,129,- 
775. The capital of $200,000 is fully paid 
up and a surplus of $26,317 is shown. 
The total premium income is $427,344, 
of which $125,599 are new premiums. 
Total income is $556,085 and total dis- 
bursements are $326,383. 


State Life’s Christmas Party 


The State Life of Iowa held its 
Christmas party Friday. Five dollar 
prizes in guessing contests were won 
by Lloyd Tenny, secretary to Vice- 
President William Koch, and Miss 
Glema Blain, secretary to the actuary. 
David H. McKee, president of the Iowa 
Loan & Trust Company, acted as Santa 
Claus and Mr. Koch was delegated 
spokesman.. A. golfing outfit was pre- 
sented to President A. C. Tucker by 
ithe officers and employes. 


HAVE STRONG PROGRAM 


PLAN INDIANA INSURANCE DAY 


Celebrities of Business Will Be on Hand 
for January Meeting of Insurance 
Men in Indianapolis 





An imposing array of speakers is lin- 
ing up for “Indiana Insurance Day,” to 
be held in Indianapolis, Jan. 15, accord- 
ing to the report of Chairman Frank 
Chandler at a meeting of the general 
committee in charge of arrangements, 
which was held on Monday, this week. 


“Rig Time” Program 


So far the committee has definite 
promises to be on the- program from 
Thomas R. Marshall, former vice-presi- 
dent of the United States; Edson §, 
Lott, president of the United States 
Casualty; Thomas B. Donoldson, former 
superintendent of insurance of Pennsyl- 
vania and now president of the Insur. 
ance Federation of Pennsylvania; Ernest 
Palmer, secretary of the Chicago Board; 
James V. Barry, vice-president Metro. 
politan Life; Chauncey S. S. Miller, 
former secretary of the National Asso- 
ciation of Insurance Agents, now pub- 
licity manager of the North British & 
Mercantile; O. B. Ryon, general counsel 
of the National Board; Prof. William B. 
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Bailey, formerly professor of economics 
in Yale University, now connected with 
the Travelers as economist; Thomas §. 
McMurray, superintendent of insurance 
of Indiana; Newman T. Miller, Indiana 
fire marshal; G. E. Turner, manager of 
the Casualty Information Clearing 
House. It is understood that Claris 
Adams, of Turner, Adams, Merrill 
Locke, will be toastmaster at the ban 
quet in the evening. The showing d 
a new safety and accident prevention 
reel has been arranged for. 


Making Reservations 


Already many agents and others out 
in the state have indicated their inter- 
tion to attend the various sessions and 
the banquet, and field men are urging 
their friends to make early reservations, 
especially for places at the banquet, a 
the indications are that there will bea 
great demand for tickets because of the 
unusual richness of program that is be 
ing arranged. It is stated that banque! 
tickets will be $2.50. 

A number of field and agency organi 
zations are planning to hold special 
meetings on that day, among them sev- 
eral annual metings and at least ont 
organization meeting, a state association 
of life underwriters in which will be 
associated all local organizations at pres 
ent formed. 

Radio To Be Used 


The use of the “silent orator” on the 
roof of the Merchants Heat & Light 
Company at Meridian and Washingtot 
streets has also been promised for s* 
“nights, and it is proposed to make g00 
use of this in putting over some wort! 
while insurance message which will b 
of real value to insurance interests. 

Mr. Chandler says that all the com 
mittees are now organized and are work 
ing enthusiastically and that the me 
mentum has already been given to makt 
the undertaking a big success. 





Northern Life’s Good Showing 


The Northern Life of Seattle is & 
ceeding month by month in 1923 1 
record in 1922. President D. B. Mor 
gan is personally sunervising the 
ganization in California and the co™ 
pany is already obtaining a good vo 
ume of business from that state. Or 
gon is also producing a very satisfactot 
volume, while Washington, the hom 
state, leads both in “volume writte 
and in amount of “insurance in force 


Clifford Johnson of Mart, Tex.. a ¥ 
eran life insurance man, was fo! 
dead at the home of his brother, 





sulting from heart trouble. 
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BROCHURE ON SERVICE 
OF TRUST COMPANIES 


Valuable Information Published 
by National Association 
of Life Underwriters 


FOR JANUARY MEETINGS 





Covers Subject to Come Before All 
Local Associations at Gatherings 
Next Month 


(ne 


For the benefit of those interested im 
the January topic to be used by life 
underwriters’ associations throughout the 
country, “Joint Life Insurance and Trust 
Company Service,” a compilation of ad- 
dresses on this subject and views of life 
insurance executives and bank officials 
has been made by Everett M. Ensign, 
executive secretary of the National As- 
sociation. January is to be trust com- 
pany month among the associations, in 
line with the annual program of the 
National Association to take one sub- 
ject monthly and have it generally dis- 
cussed by life underwriters throughout 
the country. In the brochure compiled 

y Mr. Ensign, the January topic is 
given comprehensive study and it is 
taken up from many viewpoints. An 
illustrative form of an insurance trust, 
that used by the National City Bank of 
wl York, is shown at the back of the 


Shows Value of Service 


Some general comment is first made 
as to the importance of the life insur- 
ance and trust company service. Mr. 
Ensign points out that approximately 
$1,000,000,000 is lost each year in the 
United States in worthless investment. 
and a large percentage of this loss is in 
money paid in lump sums to benefi- 
Ciaries, mostly widows. He shows that 
the primary object of life insurance ‘is 
to create estates and trust companies 
are cooperating. splendidly in adminis- 
tering them. The leaving of lump sum 
msurance is often of only temporary 
benefit, figures showing that 90 percent 
of all estates over $5,000 are entirely 
dissipated in seven years. The impor- 
tance of thé question is indie¢ated by the 
fact that proceeds of life policies con- 
stitute 81 percent of all the property left 
by persons dying in the United States. 


Life Men Quoted 


One of the articles shown is an ad- 
dress delivered by Alfred R. Horr, for- 
mer vice-president of the Equitable Life 
of New York, before the recent meet- 
ing of the- Association of Life Presi- 
dents on “Can Trust Companies and 
Life Companies Be Neighbors Without 
Quarreling?” This important question 
is answered in the affirmative by Mr. 
Horr and the great value of close co- 
Operation between the two institutions 
is illustrated by_concrete examples. The 
author claims ‘that the objective of life 
imsurance is to create estates, while the 
trust companies were devised to ad- 
minister them. .He further states that 
the fields are not competitive, but co- 
operative. The two institutions must 
work hand in hand in carrying out the 
desires of the deceased. 
. “Insurance and Trust Company Sery- 
ices in Connection with Life Insurance 
Income Settlement” is discussed by M. 
Albert Linton, vice-president of the 
Provident Mutual Life, quoting from an 
article by Mr. Linton in a recent issue 
of “Trust Companies” magazine. Mr. 

inton raises the question of which 
method of handling. proceeds of life in- 
Surance policies will give the maximum 
benefit to those whom the policies are 
intended to protect. He shows. that 
where amounts involved are moderate 
and the contingencies-simple, life insur- 





MAINTAIN BIG SALES 


BUREAU REPORTS ON BUSINESS 





Totals for November and for Eleven 
Months Both Show Increase of 
19 Percent 





NEW YORK, Dec. 24.—November 
sales of ordinary life insurance in the 
United States amounted to approxi- 
mately the same figure as October sales 
according to figures just published by 
the Life Insurance Sales Research Bu- 
reau of New York. The sales by com- 
panies doing approximately 80 percent 
of the ordinary legal reserve business 
amounted in November of this year to 
$480,227,000 of insurance as compared 
to $403,682,000 of insurance in Novem- 
ber of last year, an increase of 19 per- 
cent. This increase or a greater one 
was shown by all sections of the coun- 
try except the western, southwestern, 
and Pacific sections. The southwestern 
section was the only one to show 
an actual decrease in November of this 
year from November of last. 


Increase Is 19 Percent 


Sales for the 11 months ending Nov. 
30 amounted to $5,242,950,000 of insur- 
ance as compared to $4,402,085,000 dur- 
ing the same period last year. The in- 
crease of the 11 months of this year 
over last is 19 percent, the same as the 
increase of November of this year over 
November of last. The ordinary life in- 
surance business in the country as a 
whole is running close to the records 
established early in the year. 

In November, of the eight sections 
into which the country has been divided 
by the Research Bureau, three showed 
a greater increase than the average for 
the country as a whole over last year. 
These sections were New England, cen- 
tral and west central states. The middle 
Atlantic states showed the same _ in- 
crease. Three others, the southern, 
western, and Pacific sections all showed 
a less increase, and the southwestern 
section showed an actual decrease of 8 
percent in November although for the 
first 11 months it is still 18 percent 
above the eleven months of last year. 


Candda Enjoys Boom 


The November sales of ordinary life 
insurance in Canada during November 
of this year were 26 per cent greater 
than in November of last year, based 
on figures from companies doing about 
85 percent of the ordinary legal reserve 
business in Canada. The actual amount 
of sales of these companies in Novem- 
ber was $24,165,000 of insurance. this 
is 16 percent greater than the average 
volume of sales during the first eleven 
months of the year. 

The increase in life insurance sold 
this year over last was most marked 
in the central portion of the Dominion. 
Sales in the provinces of Quebec, On- 
tario, and Saskatchewan amounted in 
each case to about one third more than 
last year. British Columbia, Prince 
Edward Island, and Newfoundland were 
the only provinces that did not show 
some increase over last year. Sales 
for the first 11 months of this year 
averaged for all of Canada 15 percent 
greater than in the corresponding period 
last year. 








ance service is most satisfactory, while 
in other cases the services of trust com- 
panies are recommended. This discus- 
sion of the question by Mr. Linton was 
given extended comment at the national 
convention in September, several speak- 
ers recommending that every life under- 
writer secure a copy of the article and 
read it. 
Bankers’ Views Stated 


Another speech which is reproduced 
in this book is that by Merrill P. Calla- 
way, vice-president of the Guaranty 
Trust Company of New York, on “Co- 
operation Between Trust Companies and 

(CONTINUED ON PAGE 12) 





MERGER IS APPROVED 


NEBRASKA ENDS LONG DEBATE 
Standard Life’s Plan to Take Over 
Commonwealth Awaits Only 
Illinois Approval 





The Nebraska insurance department 
has placed the seal of its approval upon 
the request of the Standard life of St. 
Louis to merge with it the business of 
the Commonwealth of Omaha, which 
has been pending before it for months. 
A year ago, just before Commissioner 
Young went out of office, he handed 
down an opinion disapproving the propo- 
sition, criticising the salaries paid and 
various acts of the management. The 
Standard at that time had no actual ap- 
plication before the department, but 
later took the matter up with the au- 
thorities. 

Examiners from Iowa, Missouri and 
Nebraska went over the records of the 
two companies, and on their favorable 
report the merger was approved some 
weeks ago by Mrs. M. A. Fairchild, in 
charge of the department. It had to go 
to Secretary Knudson of the department 
of trade and commerce and the governor 
for final approval. 

Mr. Knudson disposes of the stories 
that big attorney fees were involved in 
the transaction. He said he knew of 
none claimed and that no attorneys had 
been to see him. Mrs. Fairchild said 
none had advised her to approve or had 
talked with her about the matter. 


Await Illinois Approval 


Mrs. Fairchild says that the examina- 
tions showed that the Standard is finan- 
cially able to reinsure the Common- 
wealth, and that the deal now waits 
only upon the approval of the Illinois 
department. The officers and stock- 
holders of the two companies are the 
same practically, and have been for 
some time. F. J. Uehling was president 
and C. S. Whitfield, secretary of the 
Commonwealth. The Standard is now 
headed by J. R. Paisley, president; 

’. K. Whitfield, vice-president, and J. 
B. Nottleman, secretary. ; 

Under the merger plan the combined 
stock will be $380,000; the surplus, 
$482,298, and admitted assets, $7,981.87 
The Standard will maintain a_ state 
agency in Omaha. The entire report 
was approved by D. H. Campbell, spe 
cial examiner. The value of the home 
office at Decatur, Ill, is given at $940,- 
000. 

The Standard, after the merger is 
complete, will have over $83,000,000 of 
insurance in force. Some objection has 
been heard to the deal, but this has 
been largely on the ground that Ne-' 
braska loses an insurance company. It 
is not expected to be pushed in view 
of the finding of the department that 
the interests of the Commonwealth pol- 
icyholders are fully protected in the 
merger. 

Both Made Good Showing 


The Commonwealth’s 1922 reports for 
Nebraska business showed: Policies in 
force, 9,184; insurance in force, $17,-| 
660,542; policies written during the year, 
803 in an amount totaling $2,021,834; 
ceased to be in force, 1,101, totaling 
$2,981,135 losses incurred, 28, involving 
$72,700; premium income, $500,905; 1n- 
come for year, $1,228,520; disbursements, 
$666,258; admitted assets, $3,513,495; re- 
serve, $2,969,408. Liabilities were: Furtds 
apportioned or set aside, $6,579; unas- 
signed funds and capital, $396,127; all 
other liabilities, $141,381. The gain and 
loss exhibit showed these gains: In- 
terest, $76,013; mortality, $137,736; sur- 
renders and lapses, $59,403; miscellane- 
ous, $24,019. On the other side: Run- 
ning expenses, $117,859; dividends to 
stockholders, $10,000; dividends to pol- 
icyholders, $5,302; investments, $3,753; 
gain in surplus, $161,257. 

The Standard’s figures for Nebraska 
business in 1922 were: Policies in force, 

(CONTINUED ON PAGE 18) 





CLAIMS LIFE POLICIES 
NOT SUBJECT TO TAX 


————’ 


Brief Filed by F. G. Dunham in 
Federal Court on 
Frick Case 


REVENUE ACT QUESTIONED 





Charges Policy Proceeds Exempt From 
Federal Estate Tax or It Is 
Unconstitutional 





A strong case for the exemption of all 
life insurance proceeds from the fed- 
eral estate tax has been filed in the dis- 
trict court of the United States for the 
western district of Pennsylvania by 
Frederic G. Dunham, attorney for the 
Association of Life Insurance Presi- 
dents, in a brief submitted amicus curiae 
in the case of Adelaide H. C. Frick, et 


al., executors, vs. C, G. Lewellyn, collec- 
tor. This is a supplementary brief, 
clearly giving the views of the plaintiffs 
in their suit to recover $108,657 federal 
estate tax paid on life insurance policies 
included in the H, C, Frick estate. The 
brief makes a strong presentation of the 
case and contends that either the statute 
does not impose a tax upon life insur- 
ance proceeds or, if the statute is cap- 
able of such construction, it is uncon- 
stitutional. 


Involves Big Tax on Estate 


The Frick case is a statutory suit for 
the recovery of a portion of the estate 
tax assessed against the estate of Henry 
C. Frick and collected with force by 
the United States collector of internal 
revenue, having been paid under duress 
in order to avoid penalties by Mr. 
Frick’s executor. At the time of Mr. 
Frick’s death, there were outstanding 
11 life insurance policies, four payable 
to his wife and seven payable to his 
daughter, the aggregate amount being 
$474,629.52 The addition of these poli- 
cies to the estate, as interpreted by the 
internal revenue commissioner, resulted 
in a levy of the federal estate tax at the 
25 percent rate, the sum denfanded on 
these proceeds being $108,657.38. Suit 
for the recovery of this amount was in- 
stituted by the executors and Mr, Dun- 
ham has filed his brief amicus curiae, 
supplementary to the documents previ- 
ously filed. 


Contest Interpretation of Law 


The statute covering the levy of the 
federal estate tax, the revenue act of 
1918, under which the internal revenue 
collector claimed authority to levy the 
tax, but which is now claimed to have 
no such power, reads as follows: 


Sec. 401—That (in lieu of the tax im- 
posed by title II of the revenue act of 
1916, as amended, and in lieu of the tax 
imposed by title IX of the revenue act 
of 1917) a tax equal to the sum of the 
following percentages of the value 
of the net estate (determined as 
provided in section 403) is hereby im- 
posed upon the transfer of the net estate 
of taxation that the amount of a tax 
must have a reasonable relation to the 
person, thing or transaction taxed. The 
necessity for such relation is too ob- 
vious to require elaborate argument. 
That congress had power to impose a 
tax upon the transfer of every dece- 
dent’s estate, and to measure that tax 
by the value of such estate may readily 
be conceded. To provide, that the amount 
of the tax on the decedent's estate should 
be in any way affected by transactions 
not concerning the estate, or determined 
by including in the basis of the tax 
property not belonging to the estate, 
however, seems nothing short of con- 
fiscatory. Yet this is precisely what the 
government's construction would make 
this statute do, and this is exactly what 
the defendant has done in the base at 
bar; $108,657.38 of the $6,338,898.68 estate 
tax imposed upon the Frick estate and 





4 


THE NATIONAL UNDERWRITER 


December 27, 1923 





Decembe 








of every decedent dying after the pas- 
sage of this act whether a resident or 
nonresident of the United States. ... 

Sec. 402—That the value of the gross 
estate of the decedent shall be deter- 
mined by including the value at the time 
of his death of all property, real or 
personal, tangible or intangible, wher- 
ever situated... . 

(f) To the extent of the amount re- 
ceivable by the executor as insurance 
under policies taken out by the decedent 
upon his own life, and to the extent of 
the excess over $40,000 of the amount 
receivable by all other beneficiaries as 
insurance under policies taken out by 
the decedent upon his own life. 

Sec, 403-(b)-(3) . . . For the purpose 
of this title .. . the amount receivable 
as insurance upon the life of a nonresi- 
dent decedent where the insurer is a 
domestic corporation, shall be deemed 
property within the United States. ... 

Sec. 408 ... If any part of the gross 
estate consists of proceeds of policies of 
insurance upon the life of the decedent 
receivable by a beneficiary other than 
the executor, the executor shall be en- 
titled to recover from such beneficiary 
such portion of the total tax paid as the 
proceeds, in excess of $40,000, of such 
policies bear to the net estate. If there 
is more than one such beneficiary the 
executor shall be entitled to recover from 
such beneficiaries in the same ratio. 


Presents Strong Case 


_The points made by Mr. Dunham in 
his presentation of the case, with his 
comment on them, are in part as fol- 
lows: 


I. The statute does not support the 
disputed tax. (a) Section 401 imposes 
the tax upon the transfer of the net 
estates of decedents. 

As the tax is imposed by section 401 
on the net estate of the decedent, and 
the rule is prescribed by section 402 for 
the determination of the value of the 
decedent’s gross estate, it follows by 
necessary implication that the items re- 
quired to be included in such value are 
Umited to items of the character pre- 
scribed which were the property of the 
decedent at the time of his death and 
which belong to his estate. There is no- 
where in the estate tax provisions of 
the revenue act of 1918 either express 





direction, or requirement by necessary 
implication; nor, it is submitted, is there 
other warrant that the value of any 
property other than that of the decedent’s 
estate be included in the schedule of 
property returned by the executor as 
subject to the tax. On the contrary, the 
plain intent and meaning of the language 
employed by congress in the sections of 
the law imposing the tax and prescrib- 
ing its incidence is that no transaction 
or occurrence shall be taxed thereby ex- 
cept transfers of decedents’ estates and 
that no items of taxable value shall be 
returned in schedules thereunder except 
such as belonged to the decedent and 
from parts of his estate. 

To restate the proposition: The estate 
tax is imposed only upon the transfer of 
the net estates of decedents. It is not 
imposed upon any other transfer, trans- 
action or occurrence. 


Policies Not Part of Estate 


(b) These policies constituted no part 
of the decedent's estate. The American 
common law rule, which prevails in 
every state except Wisconsin, is that, 
unless otherwise provided in the policy, 
the beneficiary acquires an indefeasible 
title to any contract of life insurance 
made payable to him. 

As this rule became established gen- 
erally, the life insurance companies de- 
vised, for inclusion in their policies when 
desired by the insured, the so-called 
“beneficiary option” clause reserving to 
the insured, with certain restrictions, the 
right or power to change the beneficiary 
under his policy. Of the nature and 
effect of this reservation the Massachu- 
setts supreme court has written as fol- 
lows, in a recent case: 

“It has been said that, apart from any 
statutory provision, the designation of a 
beneficiary in a policy of life insurance is 
in the nature of an executory trust for 
his benefit of which he cannot be de- 
prived without his consent... . The rights 
of the beneficiary are vested when the 
designation is made in accordance with 
the terms of the contract of insurance. 
They take complete effect as of that 
time. They do not wait for their efficacy 
upon the happening of a future event. 
They are in no wise modified or in- 
creased at the time of the death of the 
insured.” 

(c) Title to policies of life insurance 





vests in the beneficiaries notwithstand- 
ing retention by the donor of the right 
to change the beneficiary. 

It may, perhaps, be argued that the 
creator of a trust retains a species of 
interest in the trust res through the 
customary reservation of the general 
power to alter or revoke the trust deed 
or to change the beneficiaries thereunder. 
The contrary, however, has been held in 
the two states where the question has 
arisen as to the application of inheri- 
tance taxes in such case. People v. 
Northern Trust Co., 289 Ill. 475; Matter 
of Carnegie (N. Y.), 203 App. Div. 91. 

The federal tax authorities have re- 
cently expressed themselves as willing 
to recognize this principle in the appli- 
cation of the estate tax to trusts. Treas- 
ury Dec. 3487 (June 6, 1923), amending 
art. 21, Reg. 63 (Estate Tax Regulations). 

For purposes of comparison we give 
the original and the amended articles: 
Art. 21, reg. 63 (prior to June 6, 1923). 
“Power of Revocation or Control—Prop- 
erty held in trust under any instrument 
in which the decedent reserved a power 
of revocation, or any power which has 
that effect, constitutes a part of the 
gross estate. For example, where a 
decedent placed property in trust for the 
present benefit of his son, but reserved 
the power to revoke the trust at any time 
during his life, the value of the entire 
property transferred should be included 
in the gross estate.” 

Art. 21, reg. 63 (as amended June 6, 
1923). “Reservation of Powers—Where 
a transfer by trust or otherwise is sub- 
ject to revocation by the donor, or the 
terms thereof may be altered or amended 
by him, or he reserves to himself the 
right to take or assume either full or 
partial control of the transferred prop- 
erty, or to direct or control the manage- 
ment thereof, all facts and circumstances 
bearing upon the donor’s intent are to 
be considered, and if it appears that he 
intended the transfer to take effect in 
possession or enjoyment at or after his 
death, then the value of the transferred 
property should be included in the gross 
estate, unless it further appears that the 
transfer was a bona fide sale for a fair 
consideration in money or money’s 
worth.” 

The same principle has been applied 
in every case where the question has 
come up with regard to the taxability of 





life insurance proceeds under inheritance 
tax laws: Tyler vs. Treasurer and Re- 
ceiver-Gen. (Mass.); Matter of Parsons 
(N. Y.), 117 App. Div. 321; Matter of Voor- 
hees (N. Y.), 200 App. Div. 259; Vogel's 
Estate, 1 Pa. Co. Cts. 352. 

Policies Thus Not Taxable 

(a) The estate is not taxable with 
respect to these policies. That the rev- 
enue act of 1918 does not impose the 
estate tax upon policies of ordinary life 
insurance taken out by decedents upon 
their own lives and made payable to 
named beneficiaries, other than them- 
selves, follows from the three proposi- 
tions already established, viz.: 

a. The tax is imposed on the estates 
or property of decedents only. 

b. Policies of ordinary life insurance 
payable to persons other than the in- 
sured are property of the beneficiartes. 

c. Title to such policies vests notwith- 
standing change of beneficiary option. 

Congress did not intend the tax to 
apply to moneys received under policies 
of life insurance, which were the prop- 
erty of the beneficiaries and had no re- 
lation to the decedent’s estate. The op- 
posite conclusion could be reached only 
by separating subdivision (f) of section 
402 from its context and assuming that 
it, by its sole force and effect, imposes 
a tax upon the items therein specified. 
Such method and such result would not 
only offend ordinary intelligence, but 
also violate that fundamental canon of 
construction which required the whole 
of a statute to be read together so that 
the true intent and meaning may be de- 
duced therefrom. 

In a case arising under the estate 
tax provisions of the revenue act of 
1916 (39 Stat. Ch. 463), which was framed 
upon the same model as the provisions 
here under consideration, the circuit 
court of appeals for the ninth circuit, 
held: “All inheritance taxes are imposed 
on the transfer of the net estate of the 
‘deceased’; from which the. conclusion is 
inevitable that the property upon which 
such tax is imposed, in truth, must be 
the property of the deceased.” Wardell 
v. Blum, 276 Fed. 226 (227). 

If So Construed, Unconstitutional 

II. The tax and the statute, if it be 
construable to support the tax, are un- 
constitutional. 

It would seem a fundamental principle 
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OVER 
ONE AND 
A HALF 
MILLION 
MONTHLY 


A. C. TUCKER, President 





When a life insurance company less than four years old | 
has over 33 million dollars of good business on its books, 
with over two and one-half million dollars in assets and __ || 
such a company has regularly for more than six months | 
received in new business much over a million dollars each 
and every month,it must surely indicate to you that this 
volume of business has not been secured by chance. It || 
means that the company must have attractive and popular policy con- | 
tracts, well paid and satisfied agents, effective Home Office co-operation, | 
and that the Company has an ambitious vision and program of con- 
structive expansion which is bringing these most satisfactory results. 


Ample territory is available in states west of the Mississippi for clean and 
ambitious agents who have a desire to “grow with a growing company.” 


STATE LIFE INSURANCE COMPANY 


OF IOWA 
Iowa Building, Des Moines, Iowa 


WILLIAM KOCH, Vice-President and Field Manager 
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collected from the plaintiffs, as execu- 
tors, in this case was computed upon the 
value or proceeds of eleven several poli- 
cies of insurance payable by sundry life 
insurance companies to persons, other 
than the executors, who were entitled 
thereto as matter of contract right. 


Not Part of Estate 


These policies did not belong to Mr. 
Frick at the time of his death, and did 
not constitute any part of his estate. 
Their proceeds were not paid to, or re- 
ceived by the executors, and have not 
in any way increased the value of the 
gross estate in their hands. The poli- 
cies, moreover, did not pass by the 
will of Mr. Frick or under the succession, 
inheritance or transfer laws of the state 
of Pennsylvania or of other states or of 
the United States. They were not trans- 
ferred by the decedent, or by him created 
a trust in contemplation of or intended 
to take effect in possession or enjoyment 
at or after his death. 

Although these policies were payable 
upon the death of Mr. Frick they were 
so payable by their own terms and solely 
as matter of contract. They were the 
separate and individual property of his 
wife and daughter, respectively and their 
proceeds went to increase the estates of 
such wife and daughter. 

If it be the fact that there is ambig- 
uity in the statute, such ambiguity is 
neither serious nor difficult, and the gov- 
ernment has, we submit, adopted a harsh 
and unreasonable cc :struction. . .. In 
justice to the plaintiffs and for the pro- 
tection of other estates as well, it is, 
therefore, necessary that the court should 
put the government right in this matter. 


Reorganize Producers’ Club 


The American Central of Indianapolis 
has reorganized its American Central 
Life Leaders Club and will in the fu- 
ture base membership on a “composite 
grade scale” instead of on the basis of 
a certain amount of new business. The 
organization, for which an official name 
is yet to be chosen, will supersede the 
$100,000 Club which has been main- 
tained by the company for 14 years. 
Heretofore the production of $100,000 of 
paid business and the maintenance of a 
65 percent renewal ratio during the fis- 
cal year constituted the sole requisite 
for membership. Under the new system 
production and conservation will be 
gauged jointly through a composite 
start. The first club sessions are sched- 
uled for Mackinac Island in July, 1924, 
and the program to be followed in the 
conferences will closely resemble those 
in use under the $100,000 club plan. 


Reports Group Business Good 


The West Coast Life of San Fran- 
cisco has just closed several more group 
cases, one involving approximately 
$400,000. E. B. Ransehousen, superin- 
tendent of the West Coast group depart- 
ment, has just returned from an ex- 
tended trip in California and declares 
that things never looked better for 
group insurance and declares that he 
expects very shortly to place several 
large group policies in Los Angeles be- 
fore Jan. 1. 


Rolwing Leaves Standard 


_Edward G. Holwing has resigned as 
vice-president of the Standard Life of 
St. Louis and will center his attention 
on his real estate interests. President 
. R. Paisley, Vice-President W. K. 
Whitfield, Judge David W. Hill and 
General John M. Atkinson, the last two 
being on the board of directors of the 
Standard Life, have taken over all of 
tr. Rolwing’s stock in the company. 


Caldwell Joins Toledo Travelers 


Robert C. Caldwell, for seven years 
with the Peoria Life, has been appointed 
Superintendent of agencies for the To- 
ledo Travelers Life of Toledo, O. Mr. 
Caldwell has been a big personal pro- 
ducer for the Peoria Life, having been 
President of the $200,000 Club and a 
member of the Quarter Million Club of 

¢ Peoria Life. 


W. P. Van Altena, special a 
° gent of 
wey torthwestern Mutual Life at Mil- 
Clit ee, with the home office agency of 
yt — ane or my has 
ed vice-president of the Co- 
°perative Club of Milwaukee. 
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This is one of a series of messages appearing cach week. ( 
Watch for the one to appear next week. ?) 


OUR PLEDGE 
FOR ... .1924 


As the new year approaches 
we pledge an even greater 
recognition of our duties as 
life insurance men in help- 
ing to protect the homes of 
America and guaranteeing 
her future. 


Ask for a free copy of Radio 
Address on “Life Insur- 
ance,’’ by James A. Grizzard 


Pronounced TM 
GRIZZARD SYSTEM OF , GRIZZARD SYSTEM OF 


CHICAGO, Incorporated OHIO, Incorporated 


Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave., CLEVELAND 
GRIZZARD SYSTEM OF 16 E. Broad St.. COLUMBUS 
MICHIGAN, Incorporated ey mn Bidg., AKRON 


ews Bldg., CANTON 


GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bldg. 
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FLOAT MANY NEW LIFE 
COMPANIES IN CHICAGO 


Nine Stock Companies Now in 
Process of Organization in 
That City 


INVOLVES BIG INVESTMENT 


Group Has Total Capital of Over $2,- 
000,000, Selling at Three 
’ for One. 





Chicago appears to have become the 
center of activities for new life com- 
panies, nine being in process of organ- 
ization in that city at the present time. 
There are nine new Chicago companies 
being floated, the total stock in which 
is over $2,000,000, being sold at vary- 
ing prices of from two for one to four 
for one. This represents probably a 
total investment of $6,000,000 in these 
new Chicago life companies, if their 





organization is completed. Three of 
these expect to be ready to write busi- 
ness shortly after the first of the year, 
though the future of the others is not 
yet known. During the past year the 
organization of four other stock life 
companies in Chicago was dropped, so 
that early in the year there were about 
12 such companies in process of organ- 
ization in that city alone. 


Builders Mutual Life 


The Builders Mutual Life is a stock 
company, with capital of $200,000, 
which expects to be in a position to 
write business by Jan. 1. Organization 
of this company has been in process 
slightly over a year, under the direction 
of E. Rullman, president of the 
‘Craftmen’s National Service Agency of 
Chicago and former Chicago manager 
of the Masonic Mutual Life. The com- 
pany is a stock company, but it will 


‘operate on a-mutual basis and will write 


asons only. The stock consists of 
8,000 shares of a par value off $25, sold 
at $40 a share. The’ company will op- 
erate on a mutual basis, except that the 
stockholders will be permitted to receive 
an earning of 10 percent on the par 
value. All earnings beyond this amount, 
after $15 surplus has been returned to 
the stockholders, become the property 
of the policyholders, who participate in 
all earnings. Policyholders also elect 
one-half of the directors, the other half 





,being elected by the stockholders. The 
first board of directors is elected by the 
stockholders but all future boards will 
be chosen jointly by stockholders and 
policyholders. he policies to be sold 
by the Builders Mutual will be old age 
pension funds and long term endow- 
ments. In addition there will be an 
endowment policy on a monthly en- 
dowment plan, similar to the bank-sav- 
ings plan, except that the Builders Mu- 
tual will handle all details. On both 
endowment and limited pay life poli- 
cies, death automatically converts the 
policy to the lowest cost form issued by 
the company and the difference in pre- 
miums between what was paid in and 
what would have been paid had the 
policyholder taken the lowest cost pol- 
icy, will be refunded in addition to pay- 
ment of the original face amount. All 
loans made against the policy will be 
made against the investment element 
and in the event of death will not be 
deducted from the life insurance, nor 
will any extra premium be added on 
the so-called loan insurance. Policies 
will be limited to $10,000, the excess 
being reinsured and all business will be 
handled through the Craftsmen’s Na- 
tional Service Agency of Chicago. 


Chicago Life & Accident 
The Chicago Life & Accident, which 


is being organized by E. H. McCon- 
key, expects to be ready to apply for a 
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This is only one of the many expressions 
of appreciation received from our Agents— 
10,000 leads in one month were furnished 
from one circular alone — Such “Teamwork” 
insures success to Union Central Agents. 


For Agency relations write the 


Home Office. 


| The Union Central Life Insurance Co. 


Cincinnati, Ohio. 


Leads 
in One Month 


“It is the cooperation which I have had 
from the Union Central and its Officers 
that binds and ties me to the Company.” 
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‘license shortly after the first of the 
year. This is a stock company, capi- 
'talized at $100,000. It has been in proc- 
Jess of organization for about 18 months, 
starting out as the Great Western Life, 
‘with a capital of $300,000. This was 
later changed to the Illinois National 
Life with a reduced capital of $100,000, 
a new charter being taken out and the 
old one discontinued. This fall the 
name was again changed to the Chicago 
Life & Accident, due to confusion with 
other companies of similar names. The 
organizer of the company, Mr. McCon- 
key, was one of the organizers of the 
Chicago National Life and was for- 
merly a general agent for the Reserve 
Loan Life and other companies. The 
company is authorized to write life, ac- 
cident and health. It is capitalized at 
$100,000, the stock having been sold 
at three for one. One of the features 
of this company will be a dental exam- 
ination on all policies of over $5,000, the 
company to have a corps of dental ex- 
aminers throughout its territory to- 
gether with medical examiners. 


United Life & Trust 


The United Life & Trust was added 
the early part of the year to the list of 
companies in process of organization in 
Chicago, this being promoted by Ed- 
ward G. Brazier, formerly connected 
with the old German Mutual Life of 
Chicago. Dr. Brazier has been con- 
nected with life insurance as actuary, 
agency manager and other connections. 
Another of the organizers is Daniel R. 
Coop, formerly connected with the 

reat American Casualty of Chicago 
and prior to that with the Washington 
Life & Accident. The proposed capital 
is $1,000,000 and one of the purposes 
of the company is to purchase small 
companies and consolidate the business. 
It is not known when the United Life 
& Trust itself will be in a position to 
write business, but the company is con- 
sidering the purchase of some small 
company in order to undertake the 
writing of direct business in the near 


future. 
Homestead Life 


One of the more recent organizations 
launched in Chicago is the Homestead 
Life, which is being sponsored by Max 
Speigel. Mr. Speigel plans to organize 
the company on a 20 percent promo- 
tion expense. In connection with the 
sale of stock, pledges for life insur- 
ance will be taken, and after a sufficient 
number have been secured, a mutual 
life company will be organized, whose 
business will be later taken over by the 
stock company. Mr. Speigel states that 
he expects to sell about two-thirds of 
the stock in the Homestead Life in New 
York city and will place the other third 
in Chicago. 

Mr. Speigel will be remembered as the 
promoter and organizer of the Provid- 
ers Life of Chicago, and as the organ- 
izer of the Hercules Life of .Chicago. 
Prior to his activities in Chicago Mr. 
Speigel was located in the south and 
was at one time with the Cherokee Life, 
which he promoted. 


National Temperance Life 


The National Temperance Life, which 
‘has been in process of organization for 
jsome time, is expecting to wind up pre- 
liminary affairs and be ready to write 
the business by May f. The company 
expects to close its subscription books 
Feb. 15, with a capital of $100,000 paid 
and $250,000 authorized. It will con 
fine its risks to voluntary total abstain- 
ers. John D. Knapp, the organizer 0 
this company, was formerly Chicago 
manager for the American Temperance 
Life of New York. The National Tem- 
perance Life has stockholders in 23 
states and will operate on a nationa' 
scale, though at the beginning it will 
maintain an agency force in Illinois 
only. 
Vietory Life 

The Victory Life is a company being 
organized by Chicago negroes, with 4 
capital of $100,000. The stock has bee® 
sold at three for one and the company 
expects to be ready to write business 
by the first of the year, starting W! 
capital of $100,000 and surplus of $200- 
000. Anthony Overton, a promine® 
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negro banker, is president of the or- 
ganization company and I. J. Joseph, a 
life underwriter from the south; is gen- 
eral manager. 








Life, 

was Farm Loan Life 
ionalf Another Chicago company being 
),000, Efioated is the Farm Loan Life, of which 





nothing is known at this time. A. L. 
Sarran, a fire mutual man of Wheaton, 
Ill., and Chicago, is the organizer of 
this company, which originally had of- 
fices in Wheaton, but is now in Chicago. 
Con-§ Nothing could be learned as to the cap- 
| the fital, organizers, scope or other details 
for- fof this company at its office. 


The Reinsurance Life of Illinois 






» ac-§ The only reinsurance company among 
-d atBthe new Illinois companies and one of 
sold the few in the country, is the Reinsur- 
tures Bance Life of Illinois, being promoted by 
kam- §Alfred Clover, until recently chairman 
, the Hof the Public Life of Chicago. The 
l ex-§ Reinsurance Life of Illinois will have 
to- #$100,000 capital of a par value of $25, 
the stock to be sold at four for one. 
This will give a surplus of $300,000. 
Stockholders are to be limited to 200, 
dded Beach to invest $2,000. Mr. Clover, who 
st of His promoting the Reinsurance Life, pro- 
Ed moted and has headed until quite re- 
; mcently, the Public Life of Chicago. He 
will have with him on the board of di- 
rectors of the new company the board of 
com Bthe Public Life. Promotion plans of 
vary, Bthe Reinsurance Life of Illinois are be- 
‘1 R ing held somewhat in check at the pres- 
, ent time, due to the controversy over 
the management of the Public Life. 


gton Lincoln Life 


pital The Lincoln Life of Quincy fis not 
0SeS BM strictly a Chicago company, but organ- 
mall B ization details were first undertaken in 
ness. BChicago and headquarters have been 
maintained in Chicago. This fs a stock 
n tO Bcompany, capitalized at $200,000 and 


all the principal organizer is Leo J. Ka- 
mh deski of Quincy. Mr. Kadeski was for 
i. 12 years commander-in-chief of the 


Catholic Knights, a fraternal order, and 
was instrumental in placing the order 
on an adequate rate basis. In 1909 he 
‘ions Massisted in the organization of the In- 
tead ternational Life of St.. Louis. He also 
Max @has been a prominent member of the 
nize M Modern Woodmen of America and as- 
ymo- Msociated in national fraternal matters. 
the @ The sale of stock has been in progress 
suf- Bfor about a year and the company an- 
sient @ nounced expectations of being ready to 
itual @ write business shortly after the first of 
hose @ the year. 


- the 

that 

: § 1 Whom to Call Upon at 

hird This Particular Season 
s the HE following very seasonable and 
wvid- timely suggestion as to whom to call 


gan- @ upon at this particular time of year was 
given in the Christmas bulletin of 
4 “Agency Items,” the house organ of 
an the Equitable Life of New York: 

The man who has received a Christ- 
mas bonus. 

The recipient of a semi-annual divi- 
hich § “end or income check. 


| for Men who, according to the news- 
pre- @ Papers, have been promoted as of Jan. 1. 
vrite Young men who have been taken into 
yany @ Partnership. : 

90ks Business firms and _ corporations 


paid § branching out on the first of the year 
con- @ 21d who need business insurance. 


tain- @ . Merchants who will receive payment 
r of @ ™ January for their big Christmas busi- 
cago im Ness, 

ance Coal merchants! 

“em- 2 

- Ohio State Has Bank Plan 

ona. 


wil President John M. Sarver of the Ohio 
tate Life announces that the company 
will soon inaugurate an insurance sav- 
ings plan, arrangements having been 
. made with a financial institution of Co- 
ing @ lumbus to handle the accounts. The plan 
th @ @ is based on definite deposits at a def- 
beet Bf inite time each month to obtain a def- 
pany @ inite sum. A business men’s reserve 





— fund is also provided for. President 
aa ver said that the company has had 
a an extremely satisfactory year, with a 





8towth of about 20 per cent. 


























The Lamp Which Lights 
Our Feet 


We are as old in experience as the institution 
of Life Insurance itself, for the experiment 
and observation of every company which has 
arisen are our guide. What they have learned 
at great cost is at our disposal. Their experi- 
ence smoothes the hard places for us. 


Yet we are not burdened with the rigidity of 
mind and imperious attitude of old age. We 
are filled with the eager ambition of youth 
and are not content to arrive somewhere and 
stop—but to keep on going. 


We have an ambitious program for the New 
Year and we need men of character and ability 
to help us carry out our plans; men to work 
with us, not for us; men who have the quality 
to appreciate the pulse beat of our ideals. 


ADDRESS 
E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANGE 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 
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Even Pericles 


Had His Neighbors 


F there was one ancient Athe- 

nian who was in hot water all 
thetimeit was Pericles. His trouble 
seemed to be in living a thousand 
years before his day. And ina day 
when folks still believed in Olym- 
pian Gods, dragons, flying horses, 
this was some trouble! 

Pericles was the first real man 
with a vision. He peered into the 
coming centuries; but he couldn’t 
get his neighbors to peer with him. 
Every once in a while he would 
stop peering long enough to win a 
war or two and then he would be 
carried about on his countrymen’s 
shoulders. 


UT the next day some rival 
would say Pericles had done 
wrong in fighting and down would 
bump the hero. Then a week or 
two afterward he would be em- 
powered to build a Parthenon or 
Acropolis, and when he would get 
about half way through another 
jealous adversary would kick about 
the cost. 
‘*Pericles is wasting your 
money,’’ would be the ory in the 





market place and a million or so 
Greeks would hasten to the door 
of Pericles’ home and threaten 
him with tar and feathers. 


**All right,’’ he would reply to 
the onslaught, ‘‘let the cost go 
not to your account but to mine, 
and let the inscription on the Par- 
thenon stand in my nameas aliving 
heritage to my wife and children.”’ 
The glory of his great work soon 
soothed the multitude and he was 
allowed to proceed and leave to us 
a world marvel of architecture. 


HE last years of his life were 

the hardest. He worked out a 
Family Budget, the first of history, 
perhaps, and again the men of 
Athens complained when he sug- 
gested they all try it. 

**It is as it is,’’ said Pericles, 
and added, ‘‘while I am here my 
family is safe; when I am gone they 
cannot live on my work alone.’’ 

Is there not alife insurance point 
to thisP Is it sufficient for any 
man to leave only a reputation for 
greatness? 


The Prudential 


Insurance Company of America 


EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 








POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
two years of careful research and experience. 
THE OTIS HANN COMPANY 
10 So. La Salle St. - Chicago, Illinois 














BANKERS’ COMMENT ON INSURANCE 





HE following valuable contributiohs 

by prominent bankers in various 

parts of the country on the subject 
of life insurance and bank credit. were 
included in the address before the New 
York Association of Life Underwriters 
last week by William J. Graham, vice- 
president of the Equitable Life of New 
York, being recent letters received by 
Mr. Graham on this subject: 


Important as Fire Insurance 


Charles A. Hinsch, president of the 
Union Savings Bank & Trust Company 
of Cincinnati, says: “A business which 
is not sufficiently profitable to carry fire 
protection is hardlly worth conducting. 
And if a plant is worth protecting with 
fire insurance, surely the managers of 
the business, being of almost the same 
importance as the plant, should be pro- 
tected with life insurance.” 

4 Chamberlain, chairman of the 
board, First National Bank of Minne- 
apolis, says: “We have recommended 
business life insurance to many of our 
corporation officers as a very substan- 
tial support of their financial credit, and 
in many instances such insurance has 
been taken out in accordance with our 
expressed desire. The taking out of 
such insurance is especially desirable 
in the case of corporations or partner- 
ships where the success of the business 
is largely dependent on the lives of cer- 
tain managers. We cannot speak too 
highly of the benefits of this form of 
insurance.” 


Valuable for Copartnerships 


James B. Forgan, chairman of the 
board, First National Bank of Chicago, 
says: “We have frequently realized the 
benefit of insurance in our favor on the 
lives of our debtors. This benefit applies 
more especially to copartnerships where 
the death of one partner may embarrass 
the surviving partners in continuing the 
business. For an individual of moder- 
ate means engaged in business, it is al- 
ways a source of comfort to know that, 
in the event of his death, his debts will 
be paid in full and this comfort is af- 
forded by insuring his life for the bene- 
fit of his estate, of his bank or of his 
principal creditors.” 

Frank D. Stalnaker, president of thy 
Indiana National Bank of Indianapolis, 
says: “In our blank forms for credit 
information, we ask that the prospective 
borrowers state the amount of their life 
insurance; and in some instances, for the 
protection of lines of credit granted, we 
require that they take out life insur- 
ance in an old line company, payable 
either to their estate or to us as our 
interest may appear. As a further in- 
dication of our belief in business insur- 
ance, I might add that we just recently 
took out group insurance in your com- 
pany on the lives of the 150 employes 
of this bank.” ' 


Should Be Demanded More 


John G. Lonsdale, president of the 
National Bank of Commerce in St. Lous, 
says: “Bankers should demand even 
more than at present that insurance, 
payable to the firm, be carried to pro- 
tect themselves and the borrower against 
this man’s death.” 

John T. Mason, president of the First 
National Bank of New Haven, says: 
“Whenever a customer applies for a 
loan the fact that he carries a reason- 
able line of life insurance influences us 
favorably. Only a day or two ago we 
requested a borrower to take out a sub- 
stantial line, and we are more and more 
requiring that our customers shall carry 
insurance as additional security for 
loans.” 

P. D. Houston, president of the Amer- 
ican National Bank of Nashville, says: 
“Regarding the value of life insurance 
as a basis of credit, beg to say, that in 
a majority of instances, it is a good 
business policy, both from the stand- 
point of the borrower, as well as the 
bank. Many young men possess two of 
the most essential elements of credit; 





character and capacity, but are limited 
as to capital. With adequate life insur- 
ance protecting the obligations of such 
a one, a banker who is interested in de- 
veloping young men, can very safely 
extend credit without taking an undue 
risk. I make it a rule to encourage all 
individuals and firms who are without 
adequate capital, to protect their bank 
line by life insurance, endorsed to the 
bank as its interest may appear.” 


Insures Personality of Business 


W. W. Douglas, vice-president of the 
Bank of Italy of San Francisco, says: 
“We quite appreciate the importance of 
business life insurance as related to bank 
credits. This is especially true in con- 
sidering applications for credit of indi- 
viduals engaged in business with a mod- 
erate working capital, and of firms and 
corporations where the business has 
been built around the personality of 
some one individual connected with them 
and through whose death the business 
would consequently be materially aif- 
fected.” 

D. W. Twohy, chairman of the Old 
National Bank of Spokane, says: “In 
the case of firms, the nature of whose 
business depends largely on _ existing 
management, we always encourage the 
taking out of life insurance on the life 
of the executive officer, making the firm 
or corporation the beneficiary. We think 
this pgactice is becoming more wide- 
spread and should be given encourage- 
ment by bankers throughout the coun- 
try.” 

. Quotes New York Bankers 


Here are a few statements from New 
York banks recently made. Samuel A. 
Welldon, cashier, First National Bank 
of New York City, says: “In bankers’ 
judgment of commercial paper, insurance 
against the death of essential individuals 
is, we believe, a factor which, as time 
goes On, acquires greater and greater 
importance.” 

Rollin P, Grant, president of the Irv- 
ing National Bank of New York (which 
since has been merged with the Colum- 
bia Trust Company), says: “It occa- 
sionally does become a matter of im- 
portance, particularly where it is a one 
man concern and all depending upon his 
ability.” 

Joseph W. Harrison, president of 
Harriman National Bank of New York, 
says: “Harriman National Bank makes 
it a practice not only to make inquiry 
for life insurance, but also urges it both 
for personal and business reasons, and 
in special cases demands it in protection 
of credit extended.” 


Sales Tell Own Story 


Seward Prosser, chairman of the 
board of Bankers Trust Company, New 
York, says: “The constant increase in 
the number of such policies applied for, 
many for large amounts, is the best in- 
dication that this form of insurance 1s 
filling a need in thé commercial world. 
In this age of specialized ability, the 
death of an individual might often neces- 
sitate the winding up of the affairs of 2 
prosperous concern unless ready money 
is available to bridge over the emerf- 
gency. Even when death does not 0c- 
cur, a business insurance policy is af 
asset increasing annually in value an 
at times it serves to strengthen credit. 
My feeling is that if I were connected 
with a purely commercial bank, I could 
in many instances recommend that bor- 
rowers strengthen their credit by carry- 
ing such insurance.” 


Mercantile Agenies’ Views 


These statements and similar state 
ments are available in increasing num- 
ber as the functions of life insurance 4§ 
a credit factor are made better know? 
and it is our job to make them better 
known. That we have much to do yet 


would be indicated by a letter on this 
subject which has been submitted by the 
mercantile agency of R. G. Dun & Co.! 
.. f the taking out of such poli- 
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cies were to become a general practice,: 


perhaps the existence of such a policy 
might, in the estimation of the givers 
of credit, improve the credit of the pol- 
icy holder, and, if the practice were 
general enough, the non-existence of 
such a policy attract the attention of 


-Ethe givers of credit, and be taken into 


consideration for credit purposes. Such 


.f policies are relatively so few in number 


that we do not make them the subject 
of our general inquiries. Hence, under 
present conditions, we apprehend that 
were we to make a practice of making 
inquiries upon the subject, mercantile 
men might be misled into thinking that 
the absence of such a policy might have 
some effect in lowering their credit. 

“We heartily approve of the efforts of 
life insurance companies to increase the 
number of such policies, but it seems 
to us that our functions should not be 
so expanded as to urge mercantile men 
to take out such policies. 

“The form and effect of such a policy 
apon the life of a man who was a sole 
trader, are certain, but we should sup- 
pose the form and effect of such a pol- 
icy upon an individual member of a firm 
would require careful consideration to 
make an assurance that the proceeds of 
the policy would be used for the pur- 
pose of discharging the debts of the 
firm existing at the time of his death.” 

This letter of the mercantile agency 
is introduced at this time to let us un- 
derstand how much we have to do in 
the further extension of our activities 
of life insurance for credit purposes be- 
fore we assume that position that the 
Dun company properly points out to be 
a necessity for the widespread adoption 
of credit insurance, to wit, the point 
where the failure to have this sort of 
insurance would hurt the credit of a 
concern. 

Bradstreet’s submits the following: 
“ |. We are much interested in the 
subject and, of course, take due cog- 
nizance of any form of insurance that 
tends to augment the financial responsi- 
bility or strengthen the credit of indi- 
viduals, firms and corporations engaged 
in business.” 


MIDLAND MUTUAL’S MEETING 





Four-Day Sales Congress to Be Held 
at Home Office at Columbus, 
Beginning Jan. 22. 





A four-day sales congress will be 
held by the officers and agents of the 
Midland Mutual Life in Columbus, 
opening Jan. 22. The speaker of that 
day will be John Marshall Holcombe, 
Jr., manager of the Life Insurance Sales 
Research Bureau of New York. Other 
speakers also are being engaged. A few 
days ago a meeting a agents was held 
at Cleveland under the direction of R. 
A. Tuttle, the manager of the com- 
pany’s office in that city. The agents 
trom Youngstown and Akron also were 
m attendance, as was Charles E. 
Schaad, manager of the Marion office. 
J. A. Hawkins, manager of agencies, 
gave an address. 

In 1923, Mr. Hawkins statds, the 
Midland Mutual has written more than 
$2,000,000 more paid-up business than 
it did in 1922. All but one of the 
agencies has shown a gain of 20 per 
cent or more. The company has been 
operating 18 years and 70 per cent of 
tts total life and endowment business 
's still in force, revealing a very low 

Pse ratio. The company has made a 
very gratifying gain in business since 

t. Hawkins joined it. 

The Pennsylvania and Michigan 
@gencies are engaged in a _ contest, 
Which they term a football game, and 
all the information concerning it is 
Written up in football parlance. Penn- 
‘ylvania won in October and Michigan 
mm November and there is great rivalry 
now to land the more business in the 

month. 


fonanfora W. MeMillen, city manager 
Milwaukee of the Prudential, has 
the Mim inated fer district trustee of 
slat ilwaukee Kiwanis Club, in the only 
: e drawn s - for the annual election. 
and McMillen s prominent in both civic 
nsurance circles in Milwaukee, 














Keeping in Swing 


Easing down and starting up takes most power 
and brings least results. 


“No stop” trains make the speed records. 


The sales force that slows down for the holidays 
and then starts gathering momentum again in 
the new year finds itself way behind the selling 
organization that has kept on the job. 


The Christmas campaign of The Lincoln 
National Life Insurance Company has kept its 
agency force right on its toes through the past 
month and a half. December has been one of the 
record months of the year for the Lincoln National 
Life, and has helped to beat its 1923 quota. 


The fact that the Lincoln National Life keeps 
its selling campaign at top swing the year round 
means rea] money to agents who 
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The 


Lincoln National Life 
Insurance Company 


*“*Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $290,000,000 in Force 
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LOCK YOUR DOORS 
AGAINST CHANCE 


When a man insures his life for the bene- 
fit of his family he builds a structure of 
Sure Protection around those he loves. 


- And no worth while citizen can afford to 
endanger this structure by allowing his 
policy to lapse. 


Keep the doors locked against Chance! 





Remember that a lapsed Policy is often 
a lost Policy, for your physical condition 
may not allow you to renew it at a later 
date, and even if it did, the cost of renewed 
protection always mounts higher as the 
years pass on. 


To pay the yearly premiums may some- 
times call for a bit of extra effort or self- 
denial, yet you will agree that the satisfac- 
tion of having “Carried Through” is worth 
it. 

So let the same Good Judgment that in- 
fluenced you to do the Right Thing in the 
Past, continue to lead you along the Straight 
Path toward the Future. 


“Finish the Course.” 
“Keep the Faith.” 
Don’t let your policy lapse. 


LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
Sixty-one years in business. Now insuring One 


Billion Seven Hundred Million dollars in policies 
on 3,250,000 lives. 








The Child’s 20-Pay Life Optional Endowment Policy 


of the 
Great Republic Life Insurance Company 
of California 
Protects both the child $b Se proein an’ natok wolves of 


J. R. RAILEY, Manager E. L. BLACK, State Manager 
western t P. O. Box 299, 
401-2 Mercantile Bank Bidg. Newport, Arkansas 
Dallas, Texas 
W. H. SAVAGE, Vice President 
Los Angeles, California 








A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson’s “Easy Lessons in Life Insurance.’’,g1.50, including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago. 














FARGO BANKERS’ VIEW 





STRONG FOR LIFE INSURANCE 





North Dakota Men Regard It As Es- 
sential for Industrial Partnership 
or Corporation 





FARGO, N. D., Dec. 26.—The banks 
in Fargo heartily command life insur- 
ance, whether for individuals, partner- 
ships or corporations. In the matter of 
credit, the person or firm that is well 
insured naturally presents a better risk 
than the uninsured man. 

Gordon Nesbit, vice-president of the 
First National Bank, says: “Of course, 
this bank does not sell insurance but 
we greatly favor it and in the financial 
report required, of persons asking for 
credit, appears this item. “Amount of 
Life Insurance—C o m pan y—Benefic- 
iary. 

The First National has among its ad- 
vertising pamphlets an interesting little 
book entitled “What this Bank Thinks 
About Life Insurance.” It deals with 
the uncertainty. of the fulfillment of 


one’s plans and hopes, with the differ- . 


ence it makes in the lives of the mem- 
bers of a man’s family, if they are pro- 
tected, the difference in business. 


Bank Feels More Secure 


“In granting credit, the bank feels 
more secure, and considers loans with 
much more favor, if the life of the 
strong man in the business is insured 
in its favor.” 

The people who plead their inability 
to pay premiums are just the people 
who need insurance, 

The First National endorses the “sav- 
ings and insurance installment plan,” 
whereby a savings deposit is made to 
care for the payment on insurance 
which is carried in the Northwestern 
National Life. 


Life Insurance Big Asset 


“Life insurance is a big asset to a 
firm or corporation,” according to 
Frank R. Scott of the Merchants Na- 
tional Bank. “This is aspecially true in 
cases where one man is really the 
power of the corporation or firm. Per- 
sonally, I know of several large firms 
which would be hard hit were not the 
‘big man’ of the business well insured. 
In bigger corporations, it is not so vital 
a point although as a rule they are al- 
ways insured. , For the individual, it 
is of great value, as no better security 
can be offered.” 

Fred Hector, vice-president of the 
Fargo National Bank, considers life in- 
surance, whether the insurance of an 
individual, firm or corporation a big 
thing. “Of course, we are heartily in 
favor of life insurance and believe the 


*!| well insured person or firm to be the 


best risk there is.” 
Views on Monthly Income 


In discussing the monthly income 
policy, the general opinion seems to be 
that in the case of firms the payment 
of the lump sum would be most bene- 
ficial. A firm can always realize more 
on actual cash. But in a great many 
individual cases, the monthly payment 
system is greatly advisable and the 
banks are in sympathy with the plan. 
To some people the assurance of a cer- 
tain sum each month is of more value 
than the lump sum. 


Plan New San Francisco School 


The San Francisco Y. M. C. A. will 
open a new course in life insurance 
salesmanship on Jan. 7. The course has 
the endorsement and support of the 
Northern Association of California Life 
Underwriters and special lectures will 
be given by successful life underwriters 
of San Francisco during the course 
which will consist of 32 sessions. George 
B. Cawthorne who was instructor in the 
previous life insurance course given by 
the Y. M. C. A., is to again act in that 
capacity. 


BIG AID IN LIQUIDATION 





INSURANCE ON PARTNERSHIPS 





Philadelphia Bankers Point Out Value 
of Life Policy to Settle Affairs 
Where Member Dies. 





PHILADELPHIA, PA., Dec. 26.— 
Philadelphia banks in general are not 
disposed to lay especial emphasis on life 
insurance as a factor in the extending 
of credit, regarding it as a desirable 
asset but not the most important factor. 
They do, however, emphasize the value 
of life insurance in liquidating partner- 
ships. William W. Foulkrod, Jr., pres- 
ident of the Southwark National Bank, 
cited a number of instances showing its 
value: 

“A few months ago one of our sub- 
stantial depositors called on me. He 
was greatly agitated and worried over 
his son’s business affairs, as his son’s 
partner had recently died and the widow 
was asking for a cash settlement. As 
there was no partnership insurance it 
was impossible for the surviving part- 
ner to make payment in that manner. 


No Insurance; Little for Creditors 


“The widow had been informed that 
the father of her late husband’s partner 
was in position to furnish the necessary 
cash and therefore was pushing her 
claim. While the father was a man of 
considerable financial responsibility, it 
happened that he was not in a position 
to pay the required amount of cash— 
in this case somewhat over $20,000. 
Matters are still hanging, the surviving 
partner and the widow are wrangling 
and the business is being neglected. The 
end is not far off. There will be very 
little for the creditors. All because the 
firm did not take out partnership in- 
surance. 

“About eight or nine years ago a 
member of a well established firm died. 
As usual the widow wanted a cash set- 
tlement, but there was no partnership 
insurance. The sum involved in this 
case amounted to over $60,000. The 
surviving partner persuaded the widow 
to accept part cash and the balance in 
yearly payments. 

“The last payment is due this year. 
Now, while the surviving partner has 
been able to finance the payments to 
his partner’s widow, the whole affair 
has caused him much annoyance and 
he and his family have been compelled 
to make certain sacrifices in order to 
make the yearly payments. If partner- 
ship insurance had been taken out in 
the first place there would have been no 
trouble, no annoyance and no sacrifices. 


This Case Shows Other Side 


“In another case there were three 
partners. From the start they were suc- 
cessful. At the time they started busi- 
ness each partner took out a $10,000 life 
insurance payable to the firm. During 
the panic of 1907 their business was hit 
unusually hard. Their line at the bank 
was full, collections were very bad and 
they needed money. Fortunately they 
had started in the right way. They had 
their life insurance on which to bor- 
row. So they put up their life insur- 
ance as collateral, the bank made them 
a loan and they were able to weather 
the panic. Today the firm is one of 
the wealthiest and best known in Phila- 
delphia, just because they started in the 
right way. Had they not taken out life 
insurance when they started in bust 
ness they would, undoubtedly, have 
failed, as did so many firms in 1907.” 

President Foulkrod persistently urges 
his depositors to “carry all the life in- 
surance you are able to carry, and then 
some more. Do not wait until tomor- 
row to take out life insurance. Take 
it out today.” 


Harper Moulton, general agent for the 
Minnesota Mutual Life in Chicago, wil 
move his offices from 444 West G 
avenue to 79 West Monroe street after the 

y . Moulton found it 
desirable to 
the center of business activities. 
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GOOD RECORDS SHOWN 


NEW YORK SCHOOL ENDS TERM 
Fall Class Had Final Session and Cele- 
bration—Winter Term to Begin 
Jan. 2 





NEW YORK, Dec. 24.—The fall class 
of the life insurance training course at 
New York University, numbering 60 
students, had its final exercises in the 
Washington Square Building, the most 
important feature of the exercises be- 
ing the presentation, by Dean John T. 
Madden, of 32 certificates of graduation 
to former students who had qualified 
on their field work since completing the 
course. Many other students had previ- 
ously received their certificates through 
the mail. Certificates of graduation are 
given at New York University only 
after the student has written and paid 
for not less than $100,000 of business 


after satisfactorily completing his school 
work in the life insurance training 
course. 


In this connection, it is extremely in- 
teresting to note that recently a move- 
ment has been inaugurated to require 
that engineering students shall not re- 
ceive their engineering degree until after 
they have engaged successfully in en- 
gineering work for three years following 
their college course. 

Perhaps the most entertaining feature 
to the students’ guests who were pres- 
ent at the exercises was a sales demon- 
stration given for the purpose of illus- 
trating the life insurance selling process. 
The salesman was Andrew Kinbacher 
of New York City. Oscar Roller of 
Atlantic City was selected as the pros- 
pect because he had proven throughout 
the course to be the most difficult “pros- 
pect” of all those the students had 
tackled. Mr. Kinbacher made a skilful 
presentation, including the handling of 
several difficult objections and a splen- 
did close, which was accomplished only 
after a hard session with Mr. Roller. 

At the final banquet of the class the 
preceding evening, there were speeches 
by Dean Madden. Secretary C, R. Por- 
ter, and Messrs, Lovelace and Bragg of 
the life insurance faculty. Afterwards 
every member of the class was called 
on for a two-minute talk, and the even- 
ing was finally closed by an inspiring 
address from the president of the class, 
V. I. Brandon. The winter term will 
open Jan. 2. 


Northwestern Mutual Ohio Meeting 


A state meeting of the Ohio agents of 
the Northwestern Mutual Life will be 
held in Columbus Feb. 12, Lincoln’s 
birthday. About 200 of the sales force 
are expected to attend and a number of 
talks will be given by officers from the 
home office. J. I. Behling, representa- 
tive of the company in Columbus, says 
he hopes to make the affair an annual 
event. Later in the new year a regional 
meeting will be held in which the agents 
tom Ohio. Indiana, Michigan, Ken- 
tucky and Tennessee will take part. 


Starts “Per Agent” Contest 
The Standard Life of St. Louis has 
Started “per agent” production con- 
tests among its agents in St. Louis, 
Chicago, Detroit and Indianapolis. 
hicago has more agents than any of 
¢ other cities, but the volume of busi- 
ness for the entire city will not count, 
ut the average business per agent in 
the field. The business turned in for 
January and February will decide the 
winners among the cities in the contest. 


R. M. Beckley, inspector of agencies 
ee the Western States Life, in charge of 
for northern California territory, has 
= hed the ranks of the benedicts. His 

arriage to Mrs. Aida E. Johnson of San 
eunnnce took place last week at a 

et ceremony attended by a few close 
anon. including President H. J. 
unders of the Western States Life and 
ia, Saunders. Mr, Beckley and his 
= © are touring southern California by 
otor, on their honeymoon. 





FRAUD CASE IS ENDED 


LOUPE NOW IN PENITENTIARY 





Case of Colorado Ex-Minister, Charged 
With Defrauding Company, Disposed 
of Speedily 





Walter Loupe, ex-minister and for- 
mer general agent of the Farmers Life 
of Denver at Grand Junction, Colo., 
arrested recently at Ypsilanti, Mich., 
was sentenced to from two to five years 
in the state penitentiary at Canon City, 
Colo., for embezzlement, according to 
a confession made by Loupe, worry 
over financial troubles and domestic 
trouble as well caused him to drive his 
car into the Colorado river near Grand 
Junction to make it appear that he had 
been killed in the accident, so that the 
companies involved would have to pay 
$57,000 life and accident insurance on 
his life. The case was handled excep- 
tionally well by H. H. Fuller, executive 
special agent of the Zurich General Ac- 
cident in Chicago. The Zurich had re- 
insured part of the double indemnity on 
the policies of the Farmers Life. The 
case was cleared in record breaking 
time. Just 54 days elapsed from the 
time that Loupe was reported missing 
until he was placed in the penitentiary. 
Mr. Fuller arrived in Grand Junction 
with Loupe in custody at 2 o'clock 
Sunday morning and 7 o’clock Monday 
evening Loupe was on his way to the 
state penitentiary. He signed a 74-page 
confession in which he outlined his 
entire activities from the time he left 
Grand Junction until he was brought 
back. 

It was Loupe’s original plan to com- 
mit suicide as he drove the car over 
the embankment into the Colorado 
river, but he lost his nerve there. When 
he was apprehended at Ypsilanti he 
again attempted suicide but was frus- 
trated by the quick action of the offi- 
cers. He at first claimed that his dis- 
appearance was the result of amnesia. 
Loupe had not made much of a success 
as agent for the Farmers of Denver 
and was short $600 in his accounts. 
When taken back to Grand Junction 
he submitted readily to interrogation 
by the officers and signed a complete 
confession. As a whole, this case is 
very similar to the famous Sailstad case 
of Wisconsin which was likewise 
cleared up last week. 


Want Insurance “Ad” Man on Program 


A strenuous effort is being made to 
have an insurance man of reputation in- 
cluded on the program of the Associ- 
ated Advertising Clubs at their meeting 
in London next July. A large number 
of insurance advertising men will at- 
tend and the amount of money invested 
in advertising as represented by the in- 
surance companies seems to demand this 
recognition. 








91 Per Cent 


of the members of The Veterans Agents 
League are still in active service on the 
eighth anniversary. 


Isn't this a fine example of sympathetic 
comradeship between the field organi- 
zation and Home Office of the 


FEDERAL UNION LIFE 


CINCINNATI 


Room for more good men of staying qu alities 























Pictures Tell the Story 


Cartoons will give your house organ that all necessary sparkle. Use 
them to put over your message or your special sales test. Send for 


proof sheets. 
BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 














1867 EQUITABLE LIFE #923 


INSURANCE COMPANY 


OF IOWA 


A Company of Stability and Progress, 


Safety and Liberality 
Admitted Assets Insurance in Force 
eS Penn $12,431,725.00 $ 67,326,327.00 
oN | te Renee 44,995 738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 


Address: Home Office: Des Moines 











a week is the cost of The 
National Underwriter by 
annual subscription. 

















STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Incorporated 1844 


Steadfast adherence to the principles of pure mutuality has built up a membership of policyholders 
in this Company who realize the advantages of its constructive and progressive policies. 


Home Office cooperation with the Field Force has created a selling organization with which it is 
both pleasant and profitable to be associated. 


B. H. WRIGHT, President. 
STEPHEN IRELAND, Superintendent of Agencies. 


D. W. CARTER, Secretary. 
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S/AF TI AS A GOWERNNI BcI~nb 


©) The OHIO STATE LIFE 


LIFE,HEALTH. ACCIDENT! MONTHLY INCOME INSURANCE 


SS LATEST POLICIES AND AGENCY CONTRACT A@LEniae 
Openings C800, BED. KY. MICH. and W.VA. White Cobunbes 





JEE 








_ . e J 
Acacia Mutual Life Association 
Fermerly the Masonic Mutual Life Association of the District of Columbia 
Insurance in Force, over $140,000,000.00 Assets over $8,000,000.00 
We Gens anne le 8 Se eta Sewn Ride ot Re 

Te Agsate who are Master Masons in good standing we afer: 
Liberal First Year Commissions. Continuous 
ene tN ene SNe Ae Vee 
WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 














OF OES MOINES, IOWA... 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowa. 








Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums paye able annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from 
$12.50 ™4 $1,000.00 with premiums fe yee weekly. 


Mines bticiweasigidaddnsetenkatnadvienee uevinadisunind 32,633,933.05 
ESI Sa rae sabedbebsesented he oune 12,821.50 
TEES SE ENE EE SER SE OD .---  4,121,111.55 

cleus a ceaeweenede Se RR eR EA »163.00 
Payments to Policyholders. Pe eee eee 2,331,155.50 
Total Payments to Policyholders since Organization .. a Seep 30,051,860.92 


JOHN G. WALKER, President 


THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


Grog eanerenmnat werent Ceams to talk to your 
prospects. Gives you a chance to earn more money you 
are now making. 


Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company of Pittsburgh “Suia.;" Pittsburgh, Pa, 


TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 


Agency basis. 


The Farmers & Bankers Life 


Insurance Company 
Executive Offices Wichita, Kansas 


























PAST YEAR’S BUSINESS 
REVIEWED BY TYRRELL 
(CONTINUED FROM PAGE 1) 


which received much attention in 1923. 
It is replete with possibilities. 

The development of substandard cov- 
erage was another feature. There never 
was a time in the history of insurance 
where so many persons could get life 
insurance as in 1923. Men with impair- 
ments of various kinds have been 
barred from life insurance, as a gen- 
eral thing, but this newly perfected idea 
of covering such disabled prospects, en- 
larges the life insurance coverage ma- 
terially, not, however, without involving 
grave questions which need not be dis- 
cussed at this time and place. 


Educational Work 


Equally featuring the year was the 
educational work undertaken by many of 
the companies, which manifested itself 
in the systematic and scientific training 
of agents, the issuance of excellent “‘it- 
erature” for the information and 
enlightenment of policyholders and 
prospects and in various plans of ad- 
vertising, designed to establish and in- 
crease good will, assist salesmanship 
and radiate information. 

The campaign for the proper training 
of agents has taken very definite form 
in most of the companies and the idea 
is now considered an essential feature 
of good administration. 

The issuance of appealing literature 
may still be improved, as a necessary 
adjunct to advertising campaigns, which 
are still in the experimental stage. 

Reference to the educational work 
which companies are now doing natur- 
ally prompts one to mention the ear- 
nest cooperation of the National Asso- 
ciation of Life Underwriters, which has 
abandoned platitudes and has begun to 
teach real salesmanship. 


Incidental Considerations 


The year just ending showed a de- 
cided drift toward what may be termed 
the income feature of life insurance, in- 
dicating on the part of the public a 
desire to provide a certainty for the 
future. This has resulted, naturally, in 
the taking of larger policies, thus rais- 
ing the average. 

There may be added, too, the general 
public is accepting life insurance as an 
economic factor in the business of the 
country. 

Aside from these, justice requires one 
to mention some minor features of the 
marvelous year—the earnest work by 
life insurance agents in the protection 
of the public against wild-cat invest- 
ment schemes; the formation of several 
new companies and a number of merg- 
ers of small companies. 


Detail Features 


From a news point of view, the fam- 
ous Missouri-Massachusetts  contro- 
versy stands out prominently. The 
question involved is whether or not an 
insurance commissioner or a state can 
retaliate against life companies, for ex- 
ample, for things inspired by a company 
of another class or type. 

The Provident Life & Trust, one of 
the oldest stock companies in the United 


States, was mutualized during the year, 
and changed its name. Several of the 
companies increased their capital. .One 


or two reinsured. At least four an- 
nounced a new dividend scale, all cov- 
ering increases. 

The supreme court of Tennessee de- 
cided that life insurance must be paid 
on a man who was legally executed for 
murder. 

New York passed a bill to allow pre- 
liminary term valuations and Massachu- 
setts made a ruling permitting them. 

An interesting side light on the busi- 
ness was furnished toward the end of 
the year by the arrest of Edward J. 
Sailstad, whose disappearance about 
three years ago caused a national sen- 
sation. This attempt to defraud insur- 


ance companies provoked a number of 
“fraud cases” 
1923. 

Many big group policies were issued, 
such as the Southern Pacific, Union 


which came to light in 


Pacific, Philadelphia police force and 
the Bankers’ Association of Kansas. 

The largest policy ever issued to a 
woman was issued in 1923 to Evelyn 
Marshall Field of Chicago, amounting 
to $2,000,000, and the first woman ad- 
mitted to membership in the American 
Institute of Actuaries was admitted 
during the year. She is Miss Helen J. 
Williams of the Lincoln National. 

A number of notable life insurance 
men died during the year—President 
George B. Peak, Central Life of Des 
Moines; Secretary A. S. Hathaway, 
Northwestern Mutual Life; President 
W. D. Wyman of the Berkshire Life; 
Vice-President George B. Woodward, 
Metropolitan Life; Vice-President David 
N. Gage, Aetna Life; Allan Waters, 
vice-president Union Central Life, and 
a George B. Stadden, Franklin 

ife. 


BROCHURE ON SERVICE 
OF TRUST COMPANIES 


(CONTINUED FROM PAGE 3) 


Life Insurance Companies.” The view- 
points of the trust company are given 
in this article. Mr. Callaway attempts 
to point out when the trust company 
advises clients to purchase life insurance 
and to distinguish the difference in the 
administration of policy proceeds by in- 
surance companies and trust companies, 
Here again the value of cooperation be- 
tween these two institutions is strongly 
emphasized. 

To show the extent to which life com- 
panies are cooperating with trust com- 
panies in advocating greater sale of life 
insurance, Mr, Ensign has included in 
his book the pamphlet recently published 
by the Peoples Saving and Trust Com- 
pany of Pittsburgh, this pamphlet on 
“Life Insurance as a Creator and Guar- 
antor of Estates” having been broad- 
casted throughout the country by the 
trust company. 

There is also an article by Tracey E. 
Herrick, assistant vice-president of the 
Cleveland Trust Cempany, on “A New 
Method of Removing the If From the 
Use of Life Insurance Funds.” Various 
forms of trust are explained and a speci- 
men form of insurance trust agreement 
is analyzed. The great flexibility of 
functions and comprehensive discretion- 
ary power of trust companies is com- 
pared with the unbreakable life insur- 
ance policy contracts. Mr, Herrick dis- 
cusses at some length the inadequacy 
of the modern will to provide for the 
beneficiary, showing that the life insur- 
ance trust cannot be equalled for this 
purpose. 

Many Are Briefly Quoted 


The views of many company execu 
tives are given on the question “Are 
Life Insurance Companies Going Too 
far in Providing for Trust Pome Bi 
This question was presented to a num- 
ber of prominent life insurance execu- 
tives and their answers are given in this 
book, the majority agreeing that there 
is a line of demarcation in the functions 
of the two institutions and by inference 





at lea: 
of bo! 
visabk 

Tru 
quotec 
and de 
The 
financ 
swers 
official 


SALE 


jection 
The 
to act 
both te 
ing car 
Mr. 
sults o 
Phoeni: 
had acc 
tive su; 
Mr. | 
record 
been re 
Analyz 
they fe 
tenth c 
the res 
which | 
The 
to Mr. 
fashion 
a man 
salesma 
that thi 
to dete: 
not. Ii 
become 
to put 


Dr. § 
sttrance 
vania 
textboo! 
cember 
Chapter 
Cost Ac 





HOME LIFE INSURANCE CO. 
New York 


WM. A. MARSHALL, President 


The 63rd Annual Report show 

Premiums received during the year 1922.$ 1,369,835 

Payments to Policyholders and their 
beneficiaries in a Claims, Endow- 


ments, Dividends, Etc.............+. 5,400, 769 
Amount added to the Insurance Reserve 

BU cacgnceconeqoecocgncsconscent 2,206,762 

Interest Income from Investment.. 2,110,923 


Net 
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the amount expected. 
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at least they concede that dual services 
of both institutions are frequently ad- 
visable. 

Trust company officials are also 
quoted as to their views on the creation 
and development of life insurance trusts. 
The wide spread interest in this new 
financial service is revealed in the an- 
swers of many of these trust company 
officials, 


SALES COORDINATION NEEDED 
Leon A. Soper of Phoenix Mutual Life 
Tells Hartford Ad Club of Re- 
sults Obtained 





HARTFORD, CONN., Dec. 26— 
Leon A. Soper, manager of the sales 
promotion service of the Phoenix Mu- 
tual Life, spoke on “Coordination in 
Selling” before the Hartford Advertising 
Club last week. The title of his address 
was “Following Through.” 

He showed the close connection which 
should exist between the salesman who 
should be selected, trained and equipped 
and the advertising manager who must 
select the medium, message and method 
so that both salesman and sales manager 
may focus on the buyer and create in 
him good will, confidence, prefererce 
and decision. 

Mr. Soper used an arrow to demon- 
strate his point that both salesman and 
sales manager were concentrated or the 
buyer and that if the “arrow” of effort 
was blunted the sales might fall through. 

The interview is very important in 
making a sale of goods, insurance and 
other proposition. The seller should 
strive to put himself into the place of 
the buyer and try to overcome his ob- 
jections to buying. 

The sales manager wants his salesman 
to act in coordinating the efforts of 
both to increase the success of the sell- 
ing campaign. 

Mr. Soper described, with charts, re- 
sults of the work of salesmen with the 
Phoenix Mutual Life, showing what they 
had accomplished and offering construc- 
tive suggestions, 

Mr. Soper said that in five years the 
record of 30 interviews to a sale had 
been reduced to 25 interviews to a sale. 
Analyzing one insurance man’s reports 
they found he made a sale on every 
tenth call. They wrote to him and put 
the results of this analysis in his hands 
which he has capitalized on since. 

The Phoenix Mutual Life, according 
to Mr. Soper, no longer follows the old 
fashioned sales principles of “hounding” 
a man until he buys. It furnishes the 
salesman with sufficient prospects so 
that three calls are considered sufficient 
to determine whether a man will buy or 
not. If after the third visit he has not 
become interested the agent is advised 
to put in his time elsewhere. 


Dr. 8S. 8S, Huebner, professor of in- 
sttrance at the University of Pennsyl- 
vania. and author of life insurance 
textbooks, last week addressed the De- 
cember meeting of the Philadelphia 
Chapter of the National Association of 
Cost Accountants, 





COOPERATION IS URGED 


INSURANCE DINNER AT OMAHA 
Attended by 250 Local Men, Represent- 
ing All Lines, and 20 From Outside 
the City 





OMAHA, NEB., Dec. 24.—The din- 
ner given Thursday evening by the in- 
surance division of the Chamber of 
Commerce was attended by 250 Omaha 
insurance men, with C. T. Fowler of 
Grand Island and 20 from Lincoln as 
the out-of-town guests. 

Frank M. Pond, Nebraska state 
agent of the Alliance Fire, who will 
soon retire to enter the local business 
under the firm name of Martini-Pond 
Company, spoke on fire prevention. He 
recited the statistics of fire waste, desig- 
nating some of the principal causes, 
largely subject to elimination, and par- 
ticularly stressed the danger from 
cigarette smoking and the careless dis- 
posal of “snipes.” He charged that an 
especial hazard along this line was the 
great tendency toward cigarette smok- 
ing by women, which he charged was 
done very much in secret. Mr, Pond 
charged that in Nebraska the fire pre- 
vention people were not getting the 
support from the public officials that 
they were entitled to. 


Head Is Principal Speaker 


Walter W. Head, president of the 
Omaha National Bank, was the princi- 
pal speaker and made a man to man 
talk, full of fairness and good common 
sense, while clothed in language and 
delivery which would entitle it to the 
designation of an address. Mr, Head 
outlined the evolution of mankind from 
nomad days to the complicated com- 
mercial conditions of the day and 
pointed out the change from individual 
independence of existence to the ex- 
treme necessity for cooperation at the 
present time. Applying this to the in- 
surance business he advocated recogni- 
tion of the necessity of dependence one 
upon another and expressed the idea 
that no matter how many competitors 
one had in business, none of them could 
work without in a way benefiting each 
of us. He stressed particularly the ab- 
solute dependence of business and prog- 
ress on insurance and how the work of 
insurance men entered daily into the 
business life of every man. 

He suggested, in speaking of the 
natural pride any citizen had in the ex- 
tent and character of insurance com- 
panies of his own town, the necessity 
of realizing that the activities of com- 
panies from any other place, through 
their local representatives, and the im- 
mense funds loaned in the territory 
benefited every one in a community. 
He bespoke among insurance men the 
spirit of toleration and the recognition 
that any good life insurance company 
or any good fire insurance company, 
even though not so large as some others, 


was entitled to respect; that there was 
plenty of good business for each man 
if he does his part and that the road of 
life should be made pleasanter by each 
extending a helpful hand. 

H. O. Wilhelm, state agent of the 
Northwestern National Life, chairman 
of the insurance division of the Cham- 


The old line 


Cedar Rapids Life 


Insurance Company 


ber of Commerce, presided at the H 
meeting. of Cedar Rapids, Ta. 
Henry Returns to Atlanta Wants three state agents for 
S. C. Henry, native Atlantan, has Central West 


been made cashier of the state agency 
of the Equitable Life at Atlanta, Ga., 
succeeding M. C. Hill, who has been 
transferred to the Birmingham office. 
Mr. Henry has served as cashier in 
the Equitable agencies at Nashville, 
Norfolk and Birmingham. 


A Good Chance for 
Reputable Men 














Great Northern Life 
Insurance Company 


110 S. Dearborn St. 
Chicago, Ill. 


H. G. ROYER, President JOHN A. SULLIVAN, Vice-President 
C. O. PAULEY, Secretary 


Life insurance agents these days appreciate 
the importance of a moderate sized com- 
pany. It forms a healthy influence in the 
business of life insurance. The Great 
Northern Life appreciates and values the 
services of its local representatives. The 
agent of the Great Northern Life is close 
to the home office. His individual prob- 
lems receive most careful consideration. 
His is a worthwhile position. 


Capital, $225,000 Surplus, $166,174 
Insurance in Force, Over $18,000,000 


























to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “Easy Lessons in Life Insurance,”’ a text and review book with quiz supplement. $1.56 The 
National Underwriter Company, 1362 Insurance Exchange, Chicago. : 
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Lapses and Mortality Ratio 


Ir 1s well that the American LIFE 
CoNVENTION has appointed a special com- 
thittee to study the lapse question along 
constructive lines. To our mind this 
is one of the most important questions 
before companies today. This is par- 
ticularly true with the companies of 
smaller size. It is a vital problem that 
should receive the most earnest consid- 
eration. The committee, like other 
committees of the AMERICAN Lire Con- 
VENTION, doubtless will have some rec- 
ommendations to make and will outline 
plans whereby the great waste through 
the lapse route may be reduced. 

The companies during the last five 
years have written a tremendous vol- 
ume of new business. The lapse ratio 
in many cases has been frightful. The 
effect of a high lapse ratio is not only 
a financial loss so far as getting the 
business on the books is concerned, but 
it is destined to have a big effect on 
the mortality ratio. The lives that are 
in any way impaired will not lapse. 
Those that feel they can get insurance 
elsewhere do not have any hesitancy in 
letting their insurance drop. Therefore, 
a high lapse ratio may mean that there 
is. left on the books of the company 
what are really substandard risks writ- 
ten at standard rates. The selection is 
always against the company. During 
the last few years a vast amount of new 


business has been written and the effect 
of the lapse on the mortality ratio is 
not yet apparent. In a few years it 
will be. 

It seems to us that one of the funda- 
mentals to consider in this direction is 
the way the business is written. Some 
companies are too ambitious to make a 
showing on volume. Business is stimu- 
lated artificially. Bonuses are given, 
every possible pressure is put on, vari- 
ous inducements are held out, extra 
commission is paid. The effect is that 
much of the business is speculative. It 
is rebated. The agent has not used the 
care he should in writing his risks. He 
has not been careful. He is out for 
business and does not hesitate to pay 
for it. This naturally will result in a 
high lapse ratio. However, during the 
time of high pressure many people are put 
on the books who may have an incipient 
impairment, The assureds themselves 
have knowledge of their physical con- 
dition that they do not reveal to the 
medical examiner. These are the peo- 
ple that hold on to their insurance. 
This is a question of company policy 
that deserves most careful attention. 


We are more interested in volume of 
business than we should be. There 
needs to be a check put on the inordi- 
nate desire to make a record, and sub- 
stitute therefor quality and not quan- 
tity. 


Getting the Point of Contact 


: A writer in the Muruat BENeFIT 
Lire’s house organ presents the impor- 
tance of contact as a great factor in the 
success of a life insurance salesman. 
Without contact little can be accom- 
plished. When a life insurance agent 
approaches a prospect, he can achieve 
but little until the point of contact is 
made. There must be some mutual 
ground on which the two can stand. 
So long as the prospect is far away and 
the salesman is not able to interest him, 
there seemingly is no point of contact 
reached and, hence, there will be no 
sale. Contact means, as the MutuaL 
Benerir points out, a “receptive inter- 
view.” If the prospect is. interested in 
what the salesman is saying, whether 
he speaks on insurance or something 
else, the agent is making progress. It 
is not necessary to form the contact on 
an insurance subject. Life agents of 
great versatility, who study human na- 
ture, men of quick perception, aim to 
get the attention of a prospect just as 
soon as it is possible on some subject 


in which re is vitally interested. This 
naturally requires brilliancy, genius so 
to speak, mastery of the surroundings, 


and wide knowledge. 


Life agents may come in contact with 
their fellows in different ways. They 
may know each other through some 
business organization, some church, 
some civic body. There are social re- 
lationships. Where these friendships 
have been formed, the agent, if he be 
the right kind, has won the confidence 
of the prospect. The successful life in- 
surance agent should aim to touch life 
at many points. He should not do this 
in a perfunctory way but because it is 
part of his nature. 

The Mutuat Benerir stresses very 
emphatically the need of a life insur- 
ance man taking a prominent part in the 
civic affairs of his community. If an 
agent is known even by reputation when 
he calls he has a much better oppor- 
tunity of getting a receptive interview. 

The Mutua Benerrr states that the 


100 leaders on its agency list are for 
o. most deeply interested in civic 

affairs. are members of numerous 
bodies that have to do with the business 
or public welfare. The company says 
that these men find these > vetoes 
desirable from_a business standpoint. 
The Mutuat Benerir points out it is 
such activities that give the insurance 
man prestige and gain for him the com- 
munity’s confidence. 





Frank W. Tracy, manager of the 
Buffalo, N. Y., branch of the.Aetna Life 
for 15 years, died on Christmas Day. 
Mr. Tracy was 48 years old and had 
been 20 years in the insurance business, 
working previously for the Prudential 
and Penn Mutual. He was a_ past 
president of the Buffalo Life Under- 
writers and widely known among lead- 
ing life insurance men of the United 
States through his attendance at na- 
tional conventions. Mr. Tracy had a 
very wide acquaintance in Buffalo and 
one of his biggest assets in his chosen 
profession was his ability to make 
friends and hold them. He was a per- 
sonal producer of great ability. The de- 
ceased had been out of his office through 
illness for 11 months. Howard W. 
Smith, treasurer of the Buffalo office, is 
acting in his place. There survive his 
wife and one daughter. 


On Friday, Dec. 28, a banquet, fol- 
lowed by a theatre party, will be given 
at a Los Angeles hotel by George I. 
Cochran, president of the Pacific Mu- 
tual Life, to the members of the “Coch- 
ran Cabinet” and their wives. It is ex- 
pected that approximately 100 guests 
will be present, including home office 
and agency officers and their wives. 

This event is in honor of those mem- 
bers of the John Newton Russell 
agency organization who led the vari- 
ous sections of the United States in the 
October or “Cochran Month” cam- 
paign, which had for its object the elec- 
tion of Mr. Cochran as the choice of 
the home office agency for president of 
the United States as well as of the great 
company of which he is the chief ex- 
ecutive. The business written in that 
campaign by the home office agency 
amounted to $7,000,000, and as each 
thousand represented one vote for Coch- 
ran, he polled a total of 7,000 votes and 
of course was declared “elected.” The 
Home Office Agency will pay for close 
to $26,000,000 of new business this year. 


Shirley Edwards of Marshfield, Ore., 
will have his name inscribed on the sil- 
ver loving cup presented to the school 
of business administration of the Uni- 
versity of Oregon by the Oregon Life 
for the student displaying the best 
salesmanship in selling life insurance. 
Each year the winner of the contest will 
have his name inscribed on the trophy. 
Edwards also received a cash prize pre- 
sented by C. Schuppel, assistant 
manager of the Oregon Life, and other 


“Eugene and Portland insurance men. 


Second prize went to Irwin Adams of 
Milwaukie and third prize to Rufus 
Sumner of Hood River. 

Aubrey W. Vandever, manager of the 
Wilmington, Del., office of the Mutual 
Life, died suddenly last week at Wil- 
mington at the age of 66 years, leav- 
ing a widow and three children. Before 
entering the life insurance business he 
was for many years chief clerk to the 
superintendent of the Delaware Rail- 
road. He was widely known as a lead- 
er in Sunday School work. 


A. M. Hopkins, Philadelphia Life 
manager of agencies, did not buy sweet 
potatoes for Christmas dinner. Instead, 
his family ate a ten-and-a-half pound 
sweet potato presented by William M 
Gordon, of Monroe, N. C., the com- 
pany’s manager for North and South 
Carolina. Mr. Gordon’s agency heads 
oe production list of the Philadelphia 

ife. 


Dr. Franklin C. Wells, medical direc- 
tor of the Equitable Life of New York, 
died very suddenly Dec. 19. He had 
been at the office during the day and 
was paperentiy enjoying his customary 

health. At his home in the eve- 
ning he was ‘taken with a chill, and after 
retiring, quietly passed away from heart 
failure. Funeral services were held at 
his home Dec. 21, and were attended 
by a number of the officers of the com- 








DR. FRANKLIN C. WELLS 


pany, and many of his associates from 
the home office. 

Dr. Wells was a graduate of Bellevue 
Hospital Medical College, N. Y. His 
identification with the Equitable dated 
from 1891, when he became an exam- 
iner in Chicago. In 1903, he was placed 
in charge of the inspection department 
of the home office. He was appointed 
an assistant medical director in 1905, 
and a medical director in 1909. When 
the bureau of conservation was formed 
a few years ago, Dr. Wells was placed 
in charge as medical director,’ with di- 
rect supervision of the free health ex- 
amination service for policyholders. He 
was in great demand as a speaker, and 
had endeared himself to a large circle 
of friends in and out of life insurance 
circles. 

Last week on the eve of his depar- 
ture for Clifton, Ariz., with his wife, to 
spend the Christmas holidays with their 
daughter and her family, W. H. Sav. 
vice president of the Great Republic 
Life, was honored by the field and home 
office organization of his company with 
the presentation of a beautiful Howard 
watch of the highest quality, mounted 
in a white gold case and with chain to 
match. F. B. Olds, secretary and treas- 
urer, was also presented with a solid 
white gold watch chain and a pair of 
diamond set platinum cuff links. The 
presentation, which was a complete sur- 
prise to both gentlemen, followed a talk 
by Mr. Savage to the home office staff 
in connection with the distribution of 
substantial Christmas remembrances to 
each member. 

Hazeldene a: at Elicott City, Md., 
the home of John C is, president 
of the Eureka Life of Baltimore, and 
one of the show places of Howard 
county, was destroyed by fire last week. 
The manor was originally built prior 
to the civil war and a five story observa- 
tory tower was added shortly after. The 
fire was discovered by John C. Magin- 
nis, Jr., but inability to secure adequate 
fire fighting apparatus resulted in the 
complete loss of the manor. All house- 
hold effects on the first and second 
floors were salvaged, but the loss is 
estimated at $35,000. 


Mrs. Allen C. Paine of Waterville, 
Me., has achieved distinction since she 
entered the business less than two years 
ago. She led the state of Maine for 
the New York Life in the amount of 
life insurance sold for the fiscal year 
ending June 30. She passed $200,000 
mark in her first year of business. In 
the first seven months of this year she 
paid for $319,195. Mrs. Paine a couple 
of years ago was absorbed in domestic 
and social affairs. Within that time 
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MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interest _—. 


oy who have written the 
information. 


Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 
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We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days 
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MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 


Then why not take a General 
Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 





STICK! WRITE THE HOME OFFICE 


she has learned the life insurance busi- 
ness sufficiently to enable her to make 
a success in selling it. Mrs. Paine has 
given the subject hard study. She found 
that her husband had met with severe 
financial reverses. She realized the fact 
that her home must go and many of 
her belongings in order. to meet the ob- 
ligations. In order to get more revenue 
she went to a life agent to borrow money 
on her own policy. She got into con- 
versation with the general agent, who 
suggested that she try life insurance as 
a means of earning a livelihood. She 
shrank from the mere suggestion. Dur- 
ing that time she was handling some 
tourists at her house which she called 
“The Over-night House for Tourists.” 
The summer tourists business, however, 
ended in September. Fall rains came on. 
She thought of the life insurance sug- 
gestion that had been made to her. She 
called up the manager and arranged for 
an interview. She started to write in- 
surance immediately, interviewing nurs- 
es, school teachers and sales girls. Then 
she began soliciting men. She met 
numerous refusals, but finally broke the 
ice and began to secure names on the 
dotted line. She determined to make 
the $200,000 Club and went at it with 
the right good will. She is now one of 
the leaders in the Top 200 of the com- 
pany. 

Jay G. Sigmund, vice-president of the 
Cedar Rapids Life, is not only a suc- 
cessful man in business but he has 
gained a splendid reputation as a writer 
of verse. He has just published the 
second volume. Mr. Sigmund brought 
out his first volume last year. It re- 
ceived favorable recognition from critics 
and those competent to judge. The 
title of the latest book is “Pinions.” 
Those who read with great enjoyment 
Mr. Sigmund’s first offering will be 
glad of the opportunity to come in con- 
tact with him again. 


A. L. Harty of St. Louis, former 
superintendent of insurance for Mis- 
souri, has Leen elected president of the 
Southeast Missouri Trust Company at 
Cape Girardeau, Mo. The trust com- 
pany is the largest financial institution 
in that district. Mr. Harty succeeds 
E. J. Deal, who has been made chair- 
man of the board of directors. Mr. 
Harty is also treasurer of the Interna- 
tional Life of St. Louis and president 
of the Stoddard Thfust Company at 
Bloomfield, Mo. He has other large 
financial interests. 


Winfield W. Gilman, assistant attor- 
ney general of Wisconsin, has resigned 
to become associate counsel of the 
Northwestern Mutual Life. Mr. Gil- 
man has for years handled the opinions 
in the attorney general’s department re- 
lating to insurance and is peculiarly fit- 
ted for his new work. Since his appoint- 
ment in 1911 he has served under Attor- 
neys General Bancroft, Owen, Haven, 
Blaine and Morgan. Mr. Gilman is one of 
the strongest men in the department and 
Attorney General Ekern very much re- 
grets his going, which is unavoidable 
because of the greatly increased com- 
pensation he receives in the new posi- 
tion. 

S. J. Rosenblatt, Chicago manager for 
the State Life of Indiana, once again 
has the distinction of leading the agency 
forces of the company well in advance 
of his competitors. This has become 
a customary annual announcement, for 
Mr. Rosenblatt has maintained his mil- 
lion dollar leadership pace for many 
years, regardless of conditions, even do- 
ing so the year when he spent six 
months on a European tour. This year 
Mr. Rosenblatt has fersonally written 
$3,174,660 of life insurance. This has 
been done in addition to handling the 
details of managing the Chicago office. 
It is the ninth consecutive year he has 
been the company’s leader. 


John G. Donahue, formerly connected 
with agencies of the Northwestern Mu- 











tual Life in various Wisconsin cities, 
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LOS ANGELES 


“‘The City of Opportunities’’ 


Each year brings over 100,000 more. 
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Home of a million people. Richest people 










S in the world—per capita wealth $2,974; they invest their money as many broken 
5 sales records show. 

= 1918 1922 

S , SoD wine vncccnccccecces $1,547,065,051  $5,152,311,839 
= BUILDING PERMITS ............... 8,678,862 121,206,787 
WE credne cite cagcncesccnes’ 400,000 1,000,000 






The first city in population on the Pacific Coast. 

The ninth city in industry in the United States. 

Leads the world in number of Automobiles per capita. 

The richest country in value of farm crops in America. 

The greatest lumber import port and the greatest oil export port in the United States. 
The richest country in value of farm crops in America. 

Logically located for South American, Oriental and Latin-American Trade. 

An ideal climate—both Summer and Winter. 

During the past year 1,500,000 people have visited Los Angeles. 


Come to Los Angeles to Live! 


Live here and enjoy the bountiful riches of Nature and work in an environment 
that is conducive to spirited selling activity—where, “things are humming” and 
progress made before your eyes. 
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Join the Home Office Agency of the oldest and a insurance company on 
the Pacific Coast. The new Multiple Protection Policy that “pays 5-ways” is an 
“easy seller.” During October this agency wrote in eight counties over $7,000,000 
of new insurance, . 


Pacific Mutual Life 


Pacific Mutual Building 
Los Angeles 





















55 Years Old Assets $73,356,818.48 


JOHN NEWTON RUSSELL, Manager 









WANTED 
General Agent for Nebraska 


THE MIDLAND INSURANCE COMPANY 


OF ST. PAUL, MINN. 


Liberal Contract to Right Man 
G. K. HENSHALL, Supt. of Agents 











Managers Wanted 


To carry out our organization program for 1924, 
we have openings for Managers at the following points: 


MINNEAPOLIS 
CINCINNATI 
ERIE 


The Company, one of the oldest and strongest 
in the East, has attractive propositions to offer high- 
caliber men who are qualified to organize productive 
Agencies in these different territories. The men 
selected to fill these vacancies will receive 100% co- 
operation and the utmost in Agency service. 

If you are interested in any of these opportunities 
address, with full particulars, G-71, care of The 
National Underwriter. 
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Commercial Life Insurance Co. 


IN THE HEART OF AMERICA 


Kansas City, Missouri 


We will consider applications of General 
Agents to open three new States the first 
of the year. 


Will offer contract that will appeal to real 
live agents to work Missouri Territory. 


Can use one field Superintendent on sal- 
ary and commission. 















Write 
F. H. UEHLING O. L. HOLLAND 
President Vice-Pres. and Agency Manager 
305 Reliance Building 
Kansas City, Missouri 











MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 


are three 

the name Massachusetts Mutual is 

queen Gagne & Se peg pee sah 
st atin Ble invaranne | During she ogvnty.tve 

years e s history its 

zeae baum tas tapenade oF ana 


JOSEPH C. BEHAN, Superintendent of Agencies 
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Nearly 134 Million Policies Now In Force 


Only four other life insurance companies 
in America have more policy contracts in 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 


Jan. 1,1913 Jan. 1, 1923 
BR ccncess scene $ 6,695,921 $ 34,017,031 
Policies in Force... 432,711 1,403,546 
Insurance in Force 61,484,358 296,840,278 





Attractive opportunities ~~ to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 

















W. J. WILLIAMS, President _ CINCINNATI, OHIO 
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died recently at Detroit. Mr. Donahue 
was born in Toronto in 1865, going to 
Oshkosh about 30 years ago. He served 
for some time as an agent for the North- 
western Mutual at Oshkosh, later being 
transferred to Manitowoc, Wis., where 
he was district manager until about 
eight years ago, when he was promoted 
to the district office of the company at 
Detroit. Throughout his career as an 
insurance man, Mr. Donahue was active 
in social affairs of the insurance fra- 
ternity as well as in other circles, and 
became widely known. Burial was at 
Oshkosh. 


H. O. Wilhelm of Omaha, Nebraska 
state agent for the Northwestern Na- 
tional Life of Minneapolis, was elected 
to the office of potentate of Tangier 
Temple of the Shriners last week. 


Harry D. Smith of Hadley, Ida., has 


been appointed state director of insur- 
ance to succeed Howard J. Brace, who 
recently resigned. Mr. Brace will take 
charge of the agency organization of the 
Idaho State Life after Jan. 1. 


H. C. Walburn is again finishing the 
year with a production over the $1,000,- 
000 mark. This is the fourth successive 
year in which Mr. Walburn has ranked 
as a million dollar producer. He is a 
West Virginia agent for the Bankers 
Life of Iowa. e has maintained his 
million dollar pace for four years, re- 
gardless of business depression or sur- 
rounding conditions. In 1920 his total 
was 1,020,000; in 1921 $1,040,500; in 1922, 
$1,002,013; and to December 11 of this 
year $1,003,000. His record this year 
is especially noteworthy, because six 
months of the year he devoted to joint 
work with T. L. Davin, another of the 





West Virginia leaders. 
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BIG KANSAS CITY MEETING 


Life Underwriters Enjoyed Excellent 
Talks on Life Insurance as Credit 
Stabilizer 


KANSAS CITY, Mo., Dec. 24.—The 
Kansas City association held its monthly 
meeting and noon luncheon at the Kan- 
sas City Club last week, about 50 life 
underwriters, bankers and credit men 
being there to enjoy the luncheon, and 
the very graphic, practical talks made 
by Charles Lee Davis, credit manager 
of the Ridenour-Baker Grocery Co., and 
Carl Alendoefer, vice-president of the 
First National Bank. The speakers 
were introduced by Sam Pearson, presi- 
dent of the association. Charles Lee 
Davis, former president of the Credit 
Men’s Association of Kansas City and 
past director of the National Association 
of Credit Men, was the first speaker. 
His subject was, “Life Insurance and 
Mercantile Credit.” 


Told Merits of Busi I 


Mr. Davies talked in a manner really 
interesting to life men, on the service 
of life insurance as a credit factor. 
Among his points made, indicating the 
attitude of credit men to their retailer- 
customers, were the following: 

“Inexperience and lack of capital 
cause 60 per cent of the failures in busi- 
ness. When a retailer did not take out 
business insurance, it showed lack of 
vision. Benefits resulting from the pol- 
icyholder’s death payable to his business 
would save the firm in many cases. Or- 
dinary life insurance is a safeguard to 
a living retailer’s business. He can bor- 
row on his policy if he finds that it is 
expedient, and often doing this tides his 
business over unprolific periods to safety. 
Knowing this, most merchants carry life 
insurance, but when death occurs the 
life insurance goes to the beneficiaries. 
The policyholders’ creditors get none of 
this insurance money. The merchant 
should have carried business insurance 
for the protectixn of his creditors, Busi- 
ness insurance’is of great value while 
the merchant is living, as it can be used 
to protect his business, in case of emer- 
gency. The credit men all are willing 
to cooperate in every possible way with 
life insurance underwriters.” 

Carl Alendorfer spoke next, his sub- 
ject being “Life Insurance and Banker’s 
Credits.” He started his speech with an 
illustration of a merchant he knew who 
had saved his business because he had 
ample life insurance. Bankers are more 
willing to loan money to merchant's who 
earry life insurance than to those who 
do not, providing the risk is the same. 
The very fact that the merchant carries 
life insurance is indicative of his pru- 
dence and the quality of his character. 
Bankers are now insisting that those 
who wish to borrow money from banks 
must carry life insurance. Most banks 
which go out of business, fail because 
of lack of security on loans made. He 
considered life insurance a “quick asset.” 

* * * 
Minneapolis, Minn.—C. N. Patterson 





‘has been chosen for the 13th time as 


treasurer of the Minneapolis association 
and will also serve another year as sec- 





retary of the association. The annual 





meeting was held last week, the other 
officers elected at that time being John 
A. Blond, Provident Mutual, president; 
O. E. Seiler, Phoenix Mutual, vice-presi- 
dent; and on the executive committee R. 
E. Peters of the New York Life and QC. L. 
Edwards of the Equitable. The associ- 
ation was fortunate in having at the 
meeting Dugal Cree of the Chicago office 
of the Equitable who gave an inspiring 
talk on selling. 
*x* * * 

Huntington, W. Va.—At the annual 
meeting of the Huntington association 
last week, R. W. Sheppard was elected 
president; Howard Cammack, first vice- 
president; Art L. Keller, second vice- 
president, and Roy Pixler, secretary- 
treasurer. 

es 6 

Baltimore, Md.—The Baltimore associ- 
ation held its December meeting last 
Friday, Dr. S. S. Huebner, professor of 
insurance at the University of Pennsyl- 
vania, being the speaker of the evening. 
Dr. Huebner is an author of several text 
books on insurance and a prominent au- 
thority on the subject. The subject of 
the meeting was “Life Insurance as a 
Stabilizer of Credits” and this was par- 
ticularly discussed by Carl V. Starkloff, 
credit manager of the Drovers & Me- 
chanics National Bank and a professor 
of the American Institute of Banking. 
Dr. Huebner also discussed this subject 
in addition to his address on other 
phases of insurance. The Baltimore as- 
sociation made this monthly meeting an 
important gathering for those who are 
taking the salesmanship course con- 
ducted by the association during the 
week, 

So £19 

Oakland, Cal.—Over 300 delegates of 
the northern California association gath- 
ered in Oakland last week for the annual 
convention. Ben Shapro, agency man- 
ager of the Equitable Life of New York 
in Oakland, presided and the following 
gave short addresses: Roy Henderson, 
Joseph Melzer, Mrs. D. L. Short, E. H. 
Gregory, James C, Fulton, J. B. Duryea, 
R. H. Mouser and A. V. Bayley. 

*x* * * 


Boston, Mass.—At the annual meeting 
of the Boston association last week, 
Clinton A. Ferguson of the State Mutual 
was elected president to succeed Robert 
W. Moore, Jr., of the New England Mu- 
tual. Retiring President Moore was ill 
and unable to attend and a message was 
sent to him by the association. The 
other officers elected were: Vice-presi- 
dents, Lloyd, K. Allen, Union Central, 
and Edwin I. Brown, Phoenix Mutual; 
secretary-treasurer, Hamilton P. Ed- 
wards, National of Vermont. 

The speaker of the evening was Vice- 
President W. Irving Bullard of the Mer- 
chants National Bank, who suggested 
that a disability clause for a large 
amount be incorporated in all policies 
of business insurance. The subject was 
“Life Insurance as a Credit Stabilizer” 
and many prominent Boston bankers 
were present in addition to about 150 
life underwriters. George Barnes, sav- 
ings bank life insurance commissioner, 
was also present and spoke briefly on 
the bank-insurance plan, saying that he 
did not see any competition between that 
form of insurance and the regular life 
insurance policy, but'rather a coopera- 
tive effort. Wesley E. Monk, Massachu- 
setts insurance commissioner, also spoke, 
reviewing his recommendations to the 
legislature. Mr. Monk said that in- 
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creases in the fees recommended were 
for the purpose of raising the standards 
of the insurance business, rather than 
increasing the revenue from life under- 
writers. 

x* * * 

Richmond, Va.—Samuel W. Zimmer, 
president of the Petersburg Savings & 
Trust Company, and mayor of that city, 
made such a hit with a paper which he 
read before the Richmond association 
at its December luncheon-meeting on 
“The Functions of Life Insurance as a 
Stabilizer of Credit” that it was voted 
unanimously to have the paper printed 
for distribution among the membership. 
There was a record attendance at the 
meeting, a large number of Richmond 
bankers being present as guests of mem- 
bers of the association. Mr. Zimmer 
made the statement in the course of his 
paper that many men entertain the idea 
that they cannot afford to carry life in- 
surance, but if granting of credit were 
made conditional upon the borrower 
carrying life insurance the borrower 
would find a way to do it. Lending of 
money, Mr. Zimmer pointed out, is usu- 
ally conditioned upon honesty, collateral 
security and ability to pay of the bor- 
rower. Bankers scrutinize all applica- 
tions for loans in search for the presence 
of these elements, although before the 
loan is made there may be a change 
either in the value of the collateral or 
the borrower's ability to pay. Such a 
change cannot be foreseen at the time 
the loan is made, but if it does take 
place it will materially affect the loan 
as an asset of the bank. In any case, 
he said, adequate life insurance will sta- 
bilize the loan. 

*x* * * 

New England Women’s—“Credit insur- 
ance” was the topic brought before the 
meeting of the New England Women’s 
association at its December meeting in 
Boston last week. William H. Greenleaf, 
credit manager of the Carter Ink Com- 
pany, spoke upon the subject from the 
business man’s standpoint and the insur- 
ance side of the question was next taken 
up by Daniel F. Appel, vice-president of 
the New England Mutual Life. 

Mrs. Grace C. Lathrop reported upon 
the very successful 25th anniversary din- 
ner recently held by the association, and 
the secretary was instructed to send 
greetings and good cheer to the women 
underwriters of Georgia who are about 
to form a women’s life underwriters’ as- 
sociation. 

The annual meeting of the New Eng- 
land association will be held on Jan. 18 
and the following were appointed on the 
nominating committee to bring in a list 
of new officers to be voted upon at that 
time: Miss Blanche Macdonald, Mrs. J. M. 
Duncan, Mrs. L. L. Cranston, Miss Jane 
Stimson and Miss Anna S. Sturgis. 

*x* * * 

Portiand, Ore—‘“Life Insurance from 
the Banker’s Viewpoint” was the sub- 
ject on which S,. L. Eddy, vice-president 
of the Ladd & Tilton bank of Portland 
addressed the Oregon association at 
its December meeting. Members of the 
association brought along banker 
friends as guests. 

Roy R. Denny, Portland manager for 
the Missouri State Life, made a short 
talk. George Colton of the Massachu- 
setts Mutual, and Leon Lefebvre of the 
Provident Life entertained with a humor- 
ous sketch, and Joe Mulder of the Mu- 
tual Life sang. 

The association this year is attempting 
to give its membership as much as pos- 
sible in an educational way. Speakers 
of authority and questions of vital in- 
terest to the life insurance men have 
featured the sessions this year. 

x * * 

Denver, Colo.—‘“In the old days insur- 
ance men had to ‘trot out the hearse’ be- 
fore they were able to sell a policy,” said 
J. E. Olson, manager of the Denver 
branch of the Federal Reserve Bank of 
Kansas City, who discussed “Life Insur- 
ance for Credit Purposes” at the monthly 
dinner and meeting of the Colorado asso- 
ciation Thursday night in Denver. “Now 
It is becoming more and more evident 
that insurance is valuable in business 
as well as in private life,” he said. 

The other principal speaker of the 
evening was Harry W. Wood, director of 
the Denver university school of life in- 
Surance salesmanship, who spoke on 
“Business Insurance from the Life Insur- 
ance Man’s Viewpoint.” At the meeting 
were a large number of local bankers 
and credit men, invited guests of the as- 
sociation. 

Mr. Olson began his talk by discussing 
the use of a life insurance policy as col- 
lateral for a loan from a bank, “The 
whole credit structure is built on the 





son who desires credit,” Mr. Olson said. 
“Banks are glad to advance loans to 
men of ability who give their life insur- 
ance policies as collateral.” 

Mr. Wood, the next speaker, declared 
that there are too few bankers who 
sense the real value of cooperation with 
life insurance men in solving financial 
problems. Today, he said, bankers are 
insisting upon thrift, and life underwrit- 
ers are urging it. “Business insurance,” 
Mr. Wood said, “is the greatest business 
discovery of the day, notwithstanding 
that it has not been assigned a regular 
department in daily newspapers and 
magazines. In its broadest sense, in- 
surance is the basis of all credit.” 

The speakers were introduced by 
James C. Burger, president of the Ameri- 
can Life and president of the Hamilton 
National Bank. W. W. Winne, president 
of the association, was toastmaster. 

*x* * * 


La Crosse, Wis.—Life insurance and its 
bearing on the comfort and ease of the 
heirs of the insured was discussed at 
the meeting of the La Crosse association. 
Otto M. Schlabach gave many interest- 
ing sidelights in his address on “Probat- 
ing Estates,” in which he brought out 
the moral as well as economic value of 
life insurance. He declared that life 
underwriters have the incidental mission 
of teaching an important lesson every 
time they talk insurance to a man, by 
bringing him face to face with the fact 
that he is mortal and will not always be 
on this earth. He said that any man 
who plans his life with this thought in 
mind can not help but take a more 
broad-minded and less selfish view of 
things, and will in all probability be 
more of a success himself because of 
this very fact. He congratulated life 
insurance men for the service they were 
rendering to mankind and encouraged 
them to continue as they have in the 
past. 

Louis Robinson discussed trust funds 
as associated with the returns of life 
insurance funds, showing how the es- 
tate in most cases dwindled rapidly if a 
large amount of cash is received by the 
inexperienced heirs, whose business and 
financial knowledge is generally limited. 

Officers elected for 1924 were: Martin 
Stenerson, president; Harry H. Long, 
first vice-president; William Meyer, sec- 
ond vice-president; T. H. Bailey, secre- 
tary, and P. M. Hovind, treasurer. 

x * * 

Cleveland, 0.—The “common interest” 
program on “Insurance and Credit” was 
such a success in December that the 
Cleveland association is planning to fol- 
low the National Association’s idea for 
January, using the topic “Insurance In- 
comes and Trusts.” Charles W. Scovill 
of Pittsburgh, one of the best students 
of income insurance in the country, will 
speak and a prominent banker will dis- 
cuss the trust service of banks. Mr. Sco- 
vill addressed the first Cleveland sales 
congress three years ago and his argu- 
ments in favor of income insurance were 
so convincing that he was selected by 
the program committee to handle the 
January meeting. 

E. B. Hamlin, recently re-elected for 
the third term as president of the Ohio 
Association of Life Underwriters, states 
that following a decision made at the 
annual state meeting recently several 
local associations have pledged to in- 
crease their financial support to state 
work. The Cincinnati, Columbus and 
Dayton associations will contribute 50 
cents per member, and Cleveland has 
been doing it the past year. 

This will make it possible to carry out 
much of the constructive program that 
was outlined by President Hamlin at the 
annual meeting in Columbus recently. 

x * * 

Fond du Lac, Wis.—Points of similarity 
between the appeals made by life in- 
surance underwriters and the ministers 
of the church were outlined by Rev. A. 
W. Triggs of the Division Street M. E. 
Church of Fond du Lac, at the December 
meeting of the Fond du Lac association. 
He spoke on “The Advantages of Life 
Insurance,” stressing particularly the 
moral influence of the habits of thrift 
advocated in the sale of life insurance 
policies. He urged life underwriters to 
help themselves and the entire com- 
munity by sponsoring a thrift campaign 
of considerable intensity, to be waged in 
the public schools. The next meeting is 
scheduled for Jan. 10, at which time offi- 
cers for the coming year are to be 
elected. 

x * * 

Seattle, Wash.— Interest aroused 
through two meetings of small represen- 
tative groups of the Seattle Trust Offi- 
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H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Organization 
Methods 


Equipment Standardization 
Personnel Modern Office Planning 


Western Office: 327 8. La Salle St., Chicago 
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SHIELD POLICIES _ 


© Ordinary Lile Insurance 
Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presinentr W.S. BEARDEN, Secx-Treas. 
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ARE YOU THE MAN 
f 


or 
San Francisco 
San Diego 
Sacramento 


Los Angeles 


Fresno 


The MINNESOTA MUTUAL plans 
on entering CALIFORNIA early in 
1924. We are looking for clean, big 
calibered General Agents. 





On Agency Matters Address 


O. J. LACY 
2nd Vice-President, in charge of Agencies 


The Minnesota Mutual Life Insurance Company 


Saint Paul, Minnesota 











18 


THE NATIONAL 


UNDERWRITER 


December 27, 1923 








THE PENN MUTUAL 


is national in the scope of its oper- 
ations. It is individual in the serv- 
ice that it renders to its members 
and to its field representatives. 
Back of your independence it is 
ready to stand as an economic bul- 
wark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _ Philadelphia 











The Aicttobalation Policy 


is a combination of insurance 

and investment in a new sense. 
Specimen Rate 

Age 35.......$31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. Asa seller it has no 
competition. Write us about it. 
NATIONAL, LIFE ASSOCIATION 
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ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 

T Harrison 3384 
CHICAGO, ILL, 








A. GLOVER & CO. 
* Consulting Actuaries 
Life Insurance Accountants 
29 South La Salle Street, Chicago 


Successors to Marcus Gunn, 
Consulting Actuary 








Actuaries & Examiners 
OLIN HIGDON 600 Gates peas 


Kansas City, Mo. 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ERIC S. WITHINGTON 
CONSULTING ACTUARY 
948-949 Insurance Exchan Wes sa 
Tel. Walnut 3761 DES MOI 








se J. McCOMB 
COUNSELOR AT LAW 


CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 


and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
poe = The Law of Insurance a 


Chicord Bidg. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 


1523 Association Bldg. 19 S. La Salle St, 
Telephone State 4992 . . CHICAGO 
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ciation of Life Underwriters led to a 
joint meeting of the association in the 
Hotel Gowman last week. Much prog- 
ress was made on matters which involve 
the services of both trust and insurance 
men. The meeting was well attended 
and another joint gathering will take 
place about the middle of February ac- 
cording to present plans. 

As a result of the three meetings, the 
two associations agreed, trust officers 
should in every way conserve insurance 
money. According to John H. Baird, 
Seattle manager of Aetna Life and presi- 
dent of the life underwriters association, 
the average insurance dollar lasts only 
seven years and inasmuch as 86 percent 
of estates left is insurance money the 
need for its conservation is very great. 

x * * 

Quincy, I.—The Quincy Association 
has elected officers for the new year as 
follows: Floyd R. Miller, president; Sam 





Hyatt, vice-president; George L. Carley, 
secretary-treasurer. The executive com- 
mittee includes the officers and R. L 
West, Monticello, Mo.; W. L. Wade, 
Howard H. Lewis and J, L. Myers. 


* * * 

Cedar Rapids, Ia.—M. J. Hedin, newly 
elected president of the Cedar Rapids 
association, has started off his term by 
launching preparations for the annual 
banquet which will be held Saturday 
night, Jan. 5. An exceptional program 
is being arranged and insurance men of 
this territory will be invited to partici- 
pate in the event. 

* * 

Columbus, 0.—The Life Underwriters 
Association of Columbus, O., has ar- 
ranged for a membership contest with 
the hope that every life underwriter in 
the city may be enlisted as a member. 
Committees have been appointed to 
solicit new members. 
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BOYD AND DOUGLASS CHANGE 





Former New Jersey General Agents 
for Shenandoah Life Join Con- 
tinental of St. Louis 





Samuel A. Boyd and Lloyd E. Doug- 
lass, formerly New Jersey general 
agents of the Shenandoah ife, have 


“been named New Jersey general agents 


for the Continental Life of St. Louis, 
which is just entering the state. Messrs. 
Boyd and Douglass are considered 
among the most successful insurance 
men in New Jersey and should prove 
valuable to the Continental. 

Mr. Douglass started his insurance 
career in the industrial department of 
the Metropolitan Life and later went 
with the Maryland Assurance. When 
the Missouri State Life entered New 
Jersey in June, 1922, he and Mr. Boyd 
went with that company. In June 
1923, they became general agents for 
the Shenandoah Life. With the Shen- 
andoah Life Douglass-Boyd, Inc., were 
members of the Quarter Million Club, 
fourth among the agencies in produc- 
tion and eighth in paid-for business. 
Mr. Boyd started his career with the 
Mutual Life of New York in Brooklyn. 





Henry E, Walker 


Henry E. Walker has been appointed 
agency director of the Commercial 
Branch of the New York Life in St. 
Louis. Mr. Walker has over 20 years 
of continuous service with the company 
to his credit. For 15 years he was a 
member of the company’s $200,000 Club 
and in his last year as agent in 1920 he 
turned in 198 applications for $425,000. 
He was connected with the New Orleans 
office for a number of years, but in 1923 
went to St. Louis as assistant manager 
of the southwestern department. Mr. 
Walker’s entry into the life insurance 
business was unusual, his career being 
directed to the ministry at the outset. 
He was planning to be a Baptist 
preacher and was attending the South- 
ern Baptist Theological Seminary at 
Louisville. His father asked him to get 
a blank application for him from the 
New York Life office, which was the 
fatal step, for Mr. Walker was immedi- 
ately sold on the life insurance business, 
so that he became a part time agent, be- 
coming a full time agent immediately 
upon completion of his seminary course. 
Mr. Walker is an active worker in the 
life association movement and has served 
as vice-president of that organization. 


O. G. Wilson 


O. G. Wilson, agency manager for the 
western Iowa agency of the Bankers 
Life at Des Moines, will move to Omaha 
and on Jan. 1 will assume the manage- 
ment of the combined western Iowa 
and eastern Nebraska territories, He 
takes over the eastern Nebraska agency 
from S. M. Levey, who is moving to 
California, where he will continue as 
a representative of the Bankers Life. 

ilson’s record as agency mana- 
ger for the Bankers Life in western 








Iowa has been such as to convince the 
officers of the company that he is 
equipped to handle the larger responsi- 
bilities of the increased territory. 


William T. Jones 


William T. Jones, formerly with the 
John Hancock in Huntington, W. Va., 
will assume charge of the Midland Mu- 
tual’s office in that city as general agent, 
Jan. 1. 








Henry A. Hodge 


John M. Sarver, president of the Ohio 
State Life, announced this week that 
his company has been admitted to Texas 
and that Henry A. Hodge of San An- 
tonio has been appointed supervisor of 
agencies. Mr. Hodge was formerly pres- 
ident of the San Antonio Life and he 
expects to produce much new business 
for the Ohio company in the Lone Star 
State. He will have his offices at San 
Antonio. 





William W. Williams 


William W. Williams has been ap- 
pointed general agent for the Pacific 
Mutual Life at Cedar Rapids, Ia., suc- 
ceeding C. R. Corrick. Mr. Williams 
has had life insurance experience and is 
well qualified as a producer and man- 
ager. 





George D. Richardson 


George D. Richardson, general agent 
for the Atlantic Life for western North 
Carolina, with headquarters at Char- 
lotte, will move Jan. 1 from Charlotte 
to Raleigh. Mr. Richardson and his Ra- 
leigh partner, C. I. Godwin, will devote 
all their time to the Raleigh field. No 
appointment for the western part of the 
state has been announced, but the Char- 
lotte office will be continued for the 
present under direct home office super- 
vision. Eventually, it is planned to put 
general agencies in Winston-Salem, 
Asheville and Charlotte, 





Charles Witt 


A general agency for the Central Life 
of Des Moines, has been opened in the 
Title building, Longview, Wash., by 
Charles Witt, formerly of Wenatchee, 
Wash. The new agency will serve 
Cowlitz and Wakiakum counties. 





Frank Kelley 


Frank Kelley has been appointed 
general agent for the Northwestern 
Mutual in South Dakota, with headquar- 
ters at Sioux Falls, sopeeting the late 
John Mallanney. Mr. Kelley, who took 
up his new. duties in Sioux Falls last 
week, went there from Gladbrook, Ia., 
where he had been district agent in the 
Cedar Rapids agency of the Northwest- 
ern Mutual. He has been with the com- 
pany for 20 years. 


H. G. & T. G. Hoffman 


Thomas G. Hoffman has joined his 
father, H. G. Hoffman, in the general 
agency at Mt. Sterling, Ky. Young 








Mr. Hoffman, who has just graduated 
from the salesmanship school of the 
University of Pittsburgh, will enter the 
firm, which will now be H. G. & T. G. 
Hoffman. This agency represents the 
Aetna, Travelers, Massachusetts Mutual, 
Missouri State Life and Union Central. 





Life Agency Notes 


S. W. Smith, Nebo, Ill, agent for the 
Peoria Life, has been made district man- 
ager with offices in Jacksonville, Ill. 


Kenneth H. Gideon has been appointed 
special agent in Seattle, Wash., for the 
Reliance Life by W. J. Benston, general 
agent for the company. 





MERGER APPROVAL GIVEN 
BY NEBRASKA DEPARTMENT 
(CONTINUED FROM PAGE 3) 


1,027, involving $1,278,372; insurance 
written, 60 policies for $209,000; ceased 
to be in force, 67, involving $137,837; 
losses incurred, eleven for $11,800; pre- 
mium income, $36,960; income, $1, 610,- 
390; disbursements, $1,163,430; ‘admitted 
assets, $3,907,175; reserve, $2, 996,977; 
funds apportioned or set aside, $51, 827; 
unassigned funds and capital, "$648, 434; 
all other liabilities, $209,937. The gain 
and loss exhibit showed these figures: 
Interest, $53,421; mortality, $173,902; 
surrenders and lapses, $45,036; special 
funds, $13,509; investments, $14,491; mis- 
cellaneous, $15,437; running expenses, 
$226,771; dividends to stockholders, $28,- 
000; dividends to policyholders, $33,992; 
profit and loss, $268; gain in surplus, 
$27,075. 


R. L. Stockman, head of the life insur- 
ance department of the Great Western of 
Des Maines, was guest of honor at an in- 
formal dinner at Minneapolis Saturday 
evening. Talks were made by Drs. Wahl- 
inga and Paulsen, H. Womach and Mr. 
Stockman. 





New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 
tive. 
Unusual contracts to agents. 
Several splendid agencies 
open in Iowa. 
Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, Iowa 








A Few Eeoppecntunents 
end the chart habit king for a com 
pany that is not there tries the temper. 
The Argus Chart shows them all. 

exclusive and handy features, 
in addition to the a, figures. 


Ask for 
ARGUS CHARTS 








Agency Manager Wanted 

Large Southern Company has opening for 
Agency Manager Ordinary t. All 
care National Underwriter. 
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SHOULD SOLICIT ANNUITIES 


Life Insurance Company of Virginia 
Shows That a Good Field Is 
Open to Agents 





The Life Insurance Company of Vir- 
ginia says that industrial men have an 
opportunity every now and then to sell 
annuities. It finds in almost every com- 
munity men and women to whom the 
purchase of an annuity will appeal if 
properly presented. District Manager L. 
L. Chandler of the company at Washing- 
ton, D. C., sent to the home office a few 
days ago a check for $18,500 in payment 
for three annuities. The Life Insurance 
Company of Virginia feels that it would 
pay industrial men to become conversant 
with annuities and create a market for 
them, 


Comment by Prudential 


The Prudential also emphasizes an- 
nuities saying that they are not sold 
because the plan is looked upon as an 
extensive form of life insurance. The 
Prudential says that ,.this is because 
people have not carefully examined the 
benefits of annuities and compared the 
returns with those of other investments. 
It says further: 

“Take, for example, the case of a man 
of 55 who has the sum of $20,000 to 
place. We see by the table that $1,000 
will purchase an annuity of $83.33, so 
that 20 times this amount would be 
$1,666.60, about 8% percent of his money. 
It can readily be calculated that if he 
lives 12 years he will have had the 
original amount invested returned to 
him. His expectation of life at 55 is 
17.40 years, hence with a steady and cer- 
tain income and the elimination of worry 
he will be very likely to go beyond the 
mark, and if so will thank his wise se- 
lection 6f the annuity proposition. 

“Let us suppose, however, that he 
prefers to have an annuity that will 
guarantee a return of the purchase sum. 
It will be noted that $1,000 will secure a 
yearly income of $72.99, or about 7 3/10 
percent. His $20,000 would, therefore, 
secure an annual return of $1,459.80. 
This would be paid to him during his 
life, but should he pass away before re- 
ceiving payments the total of which 
would equal $20,000, the annual payment 
of $1,459.80 would be continued until 
the sum of the payments actually made 
was equal to the purchase price ($20,000). 
Such annual payments would be made to 
a beneficiary, or the privilege of com- 
muting to one sum the amount to be 
paid would be granted, provided the con- 
tract had been in force two years or 
more, 

Deferred Annuities 


“The deferred annuity operates in the 
following manner: Take, for example, 
the case of a man age 35 who wishes an 
annuity of $1,000 annually to begin when 
old age would compel him to take things 
easier than in his younger years. Let 
us assume that he wishes the first pay- 
ment to begin at age 65 and to continue 
as long as he lives thereafter. He may 
elect to pay for this comforting assur- 
ance annually for twenty years or up to 
age 55, in which event the cost per an- 
num would be $158.80. If he should 
prefer to pay up to age 60 (25 years’ pre- 
miums), the annual cost would be $141. 

“This objection may be raised by pros- 
pects being canvassed for deferred an- 
nuities, especially those of younger 
ages, viz., that should he or she pay for 
a number of years and pass away before 
the date the annuity is to begin, there 
will be no return of the payments made 
or any part thereof. This can be offset 
by advising such a prospect to take a 
long-term endowment (payable at age 
60 or 65) and, when this matures, to in- 
vest the principal amount to purchase a 
regular annuity payable during his or 
her lifetime. 


Last Survivor Annuity 


“While under the regular life annuity 
ho definite number of payments is guar- 
anteed, the purchase price is devoted to 
Providing the largest possible return 
during the lifetime of the annuitant. The 
annuity, however, may be made payable 
during the joint lifetime of two an- 
huitants and during the lifetime of the 
Survivor, in which case it is known as 
4 last-survivor annuity. If a husband 








age 60 and his wife age 55 applied for 
an annuity on this plan of $1,000 to be 
paid during the lifetime of both and as 
long as the survivor lived, the cost 
would be $14,980. If two women, ages 
55 and 50, applied for such a contract, 
the price charged would be $17,180. 





Prudential News 


Agent William Toscano of the Passaic, 
N. J., district of the Prudential has been 
advanced to the position of assistant su- 
perintendent and assigned to the Newark, 
N. J., No. 1 district. 

Agent William N. Peterson has been 
representing the Prudential in Chicago 
since Dec. 9, 1898, when he joined the 
Chicago No, 2 staff. He was transferred 
to his present district, Chicago No. 1 in 
1908, where he has given faithful serv- 
ice without interruption. His record in 
both branches of the work is commend- 
able and the condition of account which 
he has maintained is very pleasing. 

On Dec. 12, 1898, Agent Herbert S. 
Hosler entered the service of the Com- 
pany at Monmouth, Ill. After a brief 
stay in this district he was transferred 
to Joliet, Ill, district in May, 1899, where 
he has since been located. The condi- 
tion of his account is good, and his 





MUTUAL TRUST 


LIFE INSURANCE COMPANY 
of Chicago 


now occupies its new home in 


THE CHICAGO TEMPLE 


where with its increased facil- 
ities, it is the more prepared 
to adequately serve its policy- 
holders, agents, and friends. 











New Home Office Address: 
THE CHICAGO TEMPLE 
Clark and Washington 
CHICAGO ILLINOIS 
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THE OLD COLONY LIFE 


Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


2 to 60. 


Policies for substantial amounts (up to $3,000) for Chil- 


of Life and Endowment plans, thus 


enabling parents to buy all of the Family’s insurance 
i.e. Annual, Semi-annual or Quarterly 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Dis- 
ability features for Males and Females alike. 
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THE MUTUAL LIFE: 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence. and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 

Those ccnsidering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York 








record in both branches proves again 
that he is a wideawake man and makes 
his own opportunities. 

Agent Rola A. Darron of Rochester, 
N. Y., No. 2, is showing some exceptional 
insurance qualifications. He held a posi- 
tion next to the 20 best producers of 
industrial in the company’s entire field. 
In the division which covers his particu- 
lar territory he is the second high man, 
and intends to hold fire place by the 
close of the year. He closes a good 
amount of ordinary and looks after his 
debit condition in a highly commendable 
manner. 





Mcetropolitan’s California Changes 

The Metropolitan Life has reorganized 
its southern California agencies, install- 
ing two new districts at Los Angeles in 
a broad program of expansion. This has 
been made necessary by the greatly in- 
creased volume of business produced in 
that territory. Due to the constantly 
increasing population in that part of the 
state company officials anticipate that 
within the next year or two it will be 























Rockford Life Insurance Co. 


Francis L. Brown, Secretary and Manager Rockford, Illinois 


ILLINOIS 
Territory open in: INDIANA 
IOWA 
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49.11% 


of the new business issued 
by the Northwestern Mutual 
Life Insurance Company in 
1922 was upon applications 
of members previously in- 
sured in the Company 
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THE NORTHWESTERN MUTUAL 
INSURANCE 
Milwaukee COMP ANY 





Its Policyholders 
Repeat 


The assignable cause for this 
is found in the Northwestern 
business policy of: 


Careful Selection 

No Foreign Business 
Insuring Only Males 
Low Death Rate 

Safe Investments 
Efficient Management 
Liberal Policy Contracts 
Low Expenses 

Purely American 
Purely Mutual 

No Brokerage 

No Rebating 

No Twisting 

Civil Service for Agents 
Clean Business Methods 
Low Net Cost 
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necessary to create two additional dis- 
tricts to take care of the tremendous in- 
crease which the business is experienc- 
ing. The two new districts now being 
installed are in Los Angeles proper. One 
will be known as the University district 
and the other Pico Heights. James 
Kelly, now at Riverside, will be trans- 
ferred to Los Angeles as manager of the 
University district and Guy B. Jacobs, 
now at San Pedro, will have charge of 
the Pico Heights district. E. D. Rorke, 
now manager at Chico, will succeed Mr. 
Kelly as manager at Riverside, and A. H. 
Spencer, manager at Imperial Valley, 
will succeed Mr. Jacobs as manager at 
San Pedro. Harry Kenahan of Oakland 
is to be manager at Chico and Wm. E. 
Shaw, now assistant manager of the 
Long Beach district, will become man- 
ager at Imperial Valley. Santa Monica, 
which has been operated as a detached 
section of the Los Angeles north district, 
and Glendale, which has been operated 
as a detached section of the Pasadena 
district, now become independent with 
Assistant Manager Wm. J. Kopp in 
charge of Santa Monica and A. W. Rob- 
inson, who has had charge of the River- 
side district, now takes the managership 
of the Glendale district. A new office is 
being established in Hollywood and will 
be operated as a detached office of the 
Los Angeles north district. An office is 
also being established in Inglewood 
which will be operated from the Uni- 
versity district. Assistant managers will 
be in charge of each of these offices. 





Prudential Lincoln Agents Banqueted 


Walter Whitburn, agency organizer for 
the Lincoln, Neb., district of the Pru- 
dential, was host at a meeting and ban- 
quest to 13 agents and two of the dis- 
trict assistant superintendents at Lin- 
coln. The business written in indus- 
trial and ordinary lines in the district 
shows a very substantial increase over 
the same period a year ago and plans 
were laid for future activities. The out- 
side men present were Assistant Super- 
intendent Thomas C, Tracey, L. B. Miller 
and W. J. Zdychnez of Grand Island; H. 
L. Holder and L. E. Conrad of Hastings 
and C. F. Gardner of Beatrice. 
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New Policies, Premium Rates, D 


Books, etc. ~< i mT 
Dieest.” : hi yi 
“Little Com ** published phen I, April at $2.00. 

















Reliance Life 


The Reliance Life is completing its 
new dividend schedule for 1924, which 
will be ready early in January and will 
show an increase of nearly 25 percent. 
The Reliance is incorporating in its 
policies a new disability clause provid- 
ing immediate payment on proof of loss, 
instead of after a waitng period of six 
months. 

Berkshire Life 

Beginning Jan. 2, the agents of the 
Berkshire Life will be able to furnish 
their applicants with double and triple 
indemnity through a separate contract 
with the Sun Indemnity. This contract 
combined with the Berkshire policy, will 
in effect furnish double indemnity for 
ordinary accidents and quadruple indem- 
nity for travel accidents and covers ac- 
cidental death or dismemberment oc- 
curring within 180 days of the accident. 





American Mutual 
The American Mutual, Lake Charles, 
La., has reduced the double indemnity 
premium from $3 to $1.50 per $1,000. 





Oregon Life 


The dividend schedule of the Cregon 
Life of Portland, Ore. will be in- 
creased in March, according to execu- 
tives of the concern. The amount to be 
distributed will be known shortly. The 
company has had a successful year. 

Life Notes 

Vice-President T. A. Phillips of the 
Minnesota Mutual Life made an ¢X- 
tended tour of the northwest agencies 
during November. His trip included 
North Dakota, Montana, Wyoming, 
Washington and Oregon. 

Charles K. Haddon of Haddonfield, 
N. J., has been elected a member of the 
board of directors of the Philadelphia 
—_ to succeed the late George Boden- 
stein. 


Values and all Changes in Policy Literature, Rate | 
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MUCH INTEREST SHOWN 


ESSAY CONTEST GETS RESULTS 





Nearly 10,000 Submitted at Buffalo— 
Committee Now Trying to Pick 
Winner of $350 Prize Money 


BUFFALO, N. Y., Dec. 26.—Close to 
10,000 essays on “How Life Insurance 
and Trust Estates Protect the Home,” 
were received from high school pupils 
in the big contest conducted jointly by 
the Life Underwriters and the trust 
companies of this city. Fully half of these 
were eliminated by the teachers and the 
committee of judges is now struggling 
with the other 5,000 in order to deter- 
mine the winners of the $350 prize 
money, 

Life insurance men here feel that the 
results of the contest have been highly 
satisfactory, They believe that most of 
the 10,000 children who submitted es- 
says discussed the proposition with their 
parents, which in itself should be of 
inestimable value to local business. For 
another thing, it is now certain that 
10,000 school children have got an idea 
of the value of life insurance and many 
of these will some day be good prospects 
for insurance, which is building for the 
future with a vengeance. The idea of 
the life insurance trust has undoubtedly 
received a material boost through this 
incident. 

The motion picture, “Everybody’s 
Friend,” was shown in all the high 
schools of the city while the essay con- 
test was on and helped give the students 
a background for their work. 

The idea of the essay contest in con- 
nection with a showing of the insurance 
picture was originally worked out by 
Clinton Davidson, general agent of the 
Connecticut Mutual Life, who is chair- 
man of the general committee in charge 
of the proposition. 


Announce Record Day’s Production 


All previous records for a single day’s 
business in the entire history of the 
Equitable Life of New York were 
broken on “Loyalty Day,” Dec. 4. The 
figures, which have just been compiled 
on that day’s results, show the amount 
of insurance applied for as $26,861,875. 
The extent to which the field forces co- 
operated is shown by the fact that 3,170 
agents participated and 6,186 applica- 
tions were written. Many agents wrote 
as many as five cases. This has become 
an annual feature of the Equitable Life, 
the object to be an expression of loy- 
alty as well as an evidence of sales 
ability. This year, however, all previ- 
ous records were broken and Dec. 4 
stands out as the greatest day’s produc- 
tion in the history of the company. The 
campaign this year was conducted by 
Edward A. Woods of Pittsburgh and 
W. W. Klingman of St. Paul. 





General Agents Must Be Licensed 


General agents operating in California 
must be duly licensed if they are actively 
engaged in soliciting or effecting insur- 
ance for their companies, and if the 
engage in placing any portion of suc 
usiness with companies other than their 
own, they must also hold a broker’s li- 
cense. This is the substance of a rul- 
ing issued this week by the state in- 
surance department based on an opinion 

nded down by the attorney-general. 
Heretofore it has been assumed that ap- 
Pointment as process attorney or statu- 
tory general agent for a company in 

lifornia carried with it authority to 
solicit and write insurance in the state 
and as a result very few general agents 
who are also statutory process attor- 
neys for their companies hold agents’ 
licenses. 


John H. Dierkes of the Cincinnati 
office of the New York Life died the 
other day. He was a brother of Agency 

rector Louis B. Dierkes. John 
went with the company in 1881. He had 














MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Line Legal Reserve Life Insurance Company 
A Company of Service 
Service te Policy Holders Service to Agents Serviee te the Public 


Operates under the Famous ‘‘Registration Act’’ which requires the reserve on every policy issued to be deposited 


held in Trust by the Insurance Department of the State 
Live Up-te-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited. 
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STATE OF OHIO 


To the man who can qualify, we will offer an Old Fashioned General Agency Contract that 
means money. Experienced management, superior Policy Contracts, progressive field 
and Home Office methods are at your service. 


Address Century Life Insurance Company 


Indianapolis, Indiana 
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F ||\SEEK SALES TRAINING 
As Regards Growth and Waste (1913-1922) LIFE SCHOOL FOR BUFFALO 
Amount Percent of Proposal for Course at University There 
Paidon Lapses and ° > 
New Business Each Surrenders Gain in Percent Under Consideration by Life 
Issued and Lapsed Surrendered Paid For $1,0000f toNew po may of Gain to Managers 
Namé of Compan Paid for » Insurance Insurance Surrenders Surrenders’ Issues in Force New Issues 
Amie ace! eee! hake cet 8 Tees HERE det frie St 
768,070 ,300, 582, ,675, . . . , 
Baultable ‘Lite, 3; a 339,548, 816 100,944,362 24,806,705 5,259,10 212.00 37.03 216,400,878 63.73 BUFFALO, N. Y., Dec. 26.—The 
Mutual Life, of N. ¥. 53,989,348 9,119,925 11,400,034 4,071,402 357,13 38.00 24,785, on ~— most important project to come before 
.- 136,272,511 33,031,807 14,493,800 4,828,192 333.12 34.87 69, 515, 1.01 the last meeting of the Buffalo Asso- 
Prudential AgES oe Hk. 1iete24.732 28,074,805 3,484,835 1,225,389 351.62 27.06 72,268 61.96 ciation of Life _ ers was that of 
State Life, Indiana.. 1,209,398 119,500 537,380 116,400 216.42 54.35 167, O02 13.80 = ad of et & a shi 
Travelers. .ccocececs 72,26 1,731 15,386,429 5,014, 201 726,941 144.97 28.23 48,697,394 67.39 o ite insurance salesmanship 
Union Mutual, Maine 7,194,100 1,771,882 2,043,206 692,922 339.11 53.03 927.910 12.89 to be established at the University of 
United States Life.. 483,000 348,500 393,306 117,305 298.25 153.5 —706,182 —146.2 Buffalo next fall. Although no definite 
a action was taken on the project, it is 
Potal ..00. eeeeee + $805,811,083 $207,553,994 $173,916,541 $120,154,381 $278.66 50.53 $466,498,306 understood that the matter is being seri- 














Missouri State Cleveland Gain 


Although less than three years old, 
the Cleveland, O., agency of the Mis- 
souri State Life has forged into third 
place in the company, with a paid-for 
production of $5,643,000 this year. This 
rapid increase has made it necessary to 
secure larger space, so the first of the 
year E. B. Thurman, local manager, is 
taking over the entire second floor of the 
new Fidelity Mortgage building, which 
will give it one of the largest and best 
appointed life offices in the city. 





Many Christmas Group Sales 


General Agent Ralph Gunst of the 
Missouri State Life at Tucson, Ariz., 
has received some very valuable news- 
paper publicity through his activity in 
placing group insurance policies with 
Tucson employers to be used as Christ- 
mas presents. The local firms taking 
out the policies included the Martin 
Drug Company, the Russell Electric 
Company, the Tucson National Bank, 
W. F. Kitt’s Sons, the Ford Agency and 
the Corbett Hardware Company. 





Qualified for state man 
Old Line Life Insurance 


tional contract. 


Two Agency Managers 


ers of Iowa and South Dakota by an 
mpany, established for over 20 years. 


The managing agencies in these states are now open for an excep- 


Each of these positions requires a man with the ability to man- 
age an agency organization and look after personal production. 
To receive attention, applicants must furnish bank reference and 
amount of production the past year with application. 
formation will be held in strict confidence. 


Address G-73 
Care The National Underwriter 


Any in- 








an Opportunity: 


directly with 


To Men Who Will Recognize 


are offering excellent territory surround- 

ing four Michigan cities, on a liberal General 
Agent’s contract, to men who can qualify as 
Managers and organizers. 


The Ohio National Life Insurance Company 
The Company With A Big Sarplus 
CINCINNATI, OHIO 


Communicate 








. C. MAGINNIS, President 
» BARRY MAHOOL, Vice-President 





Eureka Life Insurance Co. 
Of BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 


WE ISSUE 
Standard Ordinary and Industrial Policies 


J. N. WARFIELD. 
Dr. J. H. IGLEH 


., Secretary-Treasurer 
‘ T, Medical Director 








Sells Service Rather 
Than Life Insurance 


YDNEY WERTIMER of Henry 

Wertimer & Son, Buffalo, represen- 
tatives of the Prudential, believes in 
selling service rather than just life in- 
surance. He emphasized this point in 
a recent address before the National 
Life Agents Association of Buffalo, com- 
posed of representatives of the National 
Life of Vermont. Mr. Wertimer said 
in part: 

“An arrangement was once made for 
an agent of another company and my- 
self to meet on a $180,000 case and each 
was given the opportunity to present 
the merits of his case to the prospect. 

“The other company’s representative 
presented his case from the standpoint 
of selling his company and its contract. 
When it came my turn I talked neither 
company nor contract but proceeded to 
outline a plan of carrying the desired 
insurance which, from the purchaser’s 
point of view, constituted the easiest 
way for them to make their deposits in 
the most evenly distributed monthly 
payments. This was merely service and 
it proved sufficiently valuable to the 
purchasing company that they gave me 
a most liberal portion of their insur- 
ance. Besides that, I have since written 
other considerable amounts on individual 
members of the same concern, 

“The life insurance salesman must 
first sell himself, then sell life insurance 
and lastly sell his company. The real 


| life insurance man is he who gives 


service.’ 


How to Get Interview 
With a Difficult Man 


C. HUGHES of the Mutual Bene- 
fit, Wilmington, Del., has devised 
a very clever plan for getting an in- 
terview. Mr. Hughes says that when 
a great many people are approached 
for insurance they say that they have 
ali they need. A prospect for instance, 
will answer, “No, I don’t want to talk 
about insurance. I have plenty of it. 
There is no use wasting your time and 
mine”. Mr. Hughes does not take that 
however, as the last word. He says, 
for example, “Well, good day sir, I am 
glad you are so well covered. After all 
there are only three things | Jife insur- 
ance can do for you anyway.” 

After he says this he stands just as 
he was without speaking. He finds that 
in almost all cases the prospect will 
ask what the three things are. Then 
Mr. Hughes says, “It will continue your 
salary to your wife after you have passed 
on. It will educate your children. It 
will defray burial expenses and clean 
up any debts you have left behind.” 

The prospect will probably make 
some comment that reopens the case. 


Life Notes 


Arthur H. Thomas has been elected 
a director of the Provident Mutual Life 
to fill the unexpired term of John 


Thompson Emlen, resigned. 

B. Norzon of the New York Life, with 
headquarters in Denver, was the prin- 
cipal speaker before the recent meeting 
of the Lions Club of Casper, Wyo. 








ously considered and that there is justi- 
fied hope that it may bear fruit some 
time the coming spring. 


Question of Patronage 


This project has been discussed in 
Buffalo for upwards of a year without 
anything happening. It seemed at one 
time last summer that the course might 
be installed and, in fact, university offi- 
cials had expressed considerable inter- 
est and a willingness to start the school 
if enough patronage could be guaranteed 
by the life insurance interests of ‘the 
city to assure that the course would pay 
expenses. But the matter did not come 
to a head in time to start it last fall. 
Whether the school will be decided on 
for 1924 depends, it is said, on how 
much interest is shown among those 
who might be prospective students. It 
is just a question of whether Buffalo is 
a big enough city to support such a 
school. 

Whether a summer course in insurance 
salesmanship might be considered, in 
event that the regular course should not 
be deemed practicable, could not be 
learned. At any rate, the matter will 
come up at a meeting of the Life Man- 
agers Association and probably before 
the Life Underwriters some time in the 
near future. 


Morris Plan Reports Big Year 


The Morris Plan Insurance Society 
reports excellent progress, having issued 
approximately $35,000,000 of protection 
in its six years of operation, although 
restricting policy sales to individuals 
affiliated with the society as borrowers 
on the Morris Plan. The society or- 
ganized in November, 1917. Since that 
time it has written 175,000 policies for 
$35,000,000. It operates on the legal 
reserve plan. The’society, which is op- 
erating under the New York laws, be- 
gan with a cash capital of $100;000 and 
its last report shows undivided profits 
and -reserves of $319,830. Policies in 
this society are issued for the amount 
of the loam to patrons, for one year or 
five years as the case may be. About 
35,000 policies are now in force, for 
$8,250,000 insufance. 


Kansas Teachers Victimized 


The Kansas department is investigat- 
ing the activities of a young woman who 
has been selling insurance to school 
teachers in different parts of the state 
in a company which apparently did not 
exist. Just how extensively the fraud has 
been practiced can not be told at this 
time, but apparently it has been going 
on ever since the opening of the schools 
in the fall and has continued until the 


last month at least and spread over seV- 


eral counties. 

The woman would visit the’ schools 
while in session and talk to the teacher 
about life, accident and health insurance 
in the “Teachers Union Insurance Com- 
pany,” a mutual organization of school 
teachers. With the application the agent 
required a check to pay the first pre- 
mium and on each check was a notation 
that it should not be cashed until the 
policy was delivered, There have. been 
no policies delivered and the notations 
were all erased from the checks and the 
checks were cashed, generally by hotels 
or business houses. As near as can be 
learned ubout 100 school teachers. were 
the victims. There may he many more 
from whom no reports have. been re 
ceived. 
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MODERN BUSINESS GETTING METHODS 








W. E. Bilheimer Gives Suggestions for 
Closing and Answer to Man Who Would 


Personally Investigate Company Merits 


ERE are some closing suggestions 
H as outlined by W. E. Bilheimer of 
St. Louis, well known to sales 
congress attendants throughout the 
middle west: 
Study the actuaries’ tables and you 
will find that the following will fit any 
“You are now 44 years old. Of 


case: . 
every 100 men of your age, 11 will be 
dead within a year. Now suppose I 


had you with 99 other men in this room 
over on one side of the room and at the 
other.end I place a machine gun. I tell 
you that in a few minutes I am going 
to fire this machine gun and that I 
don’t know who is going to be hit but 
that I know that 11 men in the room 
are going to die. I will give you three 
minutes to decide now whether you 
would like to take out some more life 
insurance for your family and then I 
will pull the trigger. What will you do? 
Will you take the chance? 


Balance Premium Against 
What Policy Will Do 


“The premium on this policy is $400. 
Money is worth only what it will com- 
mand. At 8 per cent that is $32 a year. 
Now put that $32 on one side and bal- 
ance against it on the other side what 
this insurance policy will do for your 
family in the event of your death. 
Which would be worth more to you, 
to know that your family was going to 
have the benefit of this insurance policy, 
that your wife was going to be able to 
live comfortably and your children get 
an education after you are gone, or this 
$32 a year? Answer this question be- 
fore you decide not’ to take this policy. 

“You say that you don’t want this 
insurance. Mr. Jones, you can not de- 
cide that question without picturing 
to yourself the conditions under which 
the policy will operate. Let us suppose 
that you are on your death bed and 
have but 30 minutes to live. Your fam- 
ily is called in, your wife, your son 
John and your daughter, Mary. You 
are conscious. Can you look that fam- 
ily in the face as you lie there with 30 
minutes to live and say to yourself or to 
them that you are glad that you turned 
down the insurance policy which the 
agent would have written for you the 
week before? If you can do that, you 
do not need any ‘insurance today. If 
you can not do that under those cir- 
cumstances, you need this policy.” 


Argument for Delivery 
of Additional Policy 


Some of these closing arguments may 
be used with particular effect when tak- 
ing along a policy for delivery in addi- 
tion to the one for which the prospect 
has already signed an application. This 
last one is particularly effective for such 
a delivery: 

“Mr. Jones, you have been dead for 
a week. I am walking down the street 
to your home with your attorney and 
one of your relatives.. We go into your 
home and after your widow has told me 
what a splendid man you were, and how 
she would far rather have you back than 
all the insurance money in the world, I 
hand her a receipt and tell her that if 
she will sign that receipt I will turn 
over to her a check for $5,000, from 
My company. After she has signed the 
receipt and as I am about to hand her 
the check, you open the window of 
heaven, grab the check and say that you 
do not wish her to have it. You can 
not decide whether you want this policy 
until you picture the situation in which 
your wife would receive it in the event 
of your death. You wouldn’t take that 





check back then, would you? Then 


why do it now?” 


For Man Who Wants to 
Investigate Companies 


Here is Mr, Bilheimer’s reply for the 
man who says he is going to buy life 
insurance but wants to make a personal 
investigation into the merits of the com- 
panies before buying so that he may be 
sure that he is getting the best that is 
on the market: 

“Mr. Jones, if you want to make a 
real personal investigation into the 
companies writing life insurance in order 
that you may be positive you are get- 





ting the best, you would need to con- 
sider seven or eight different factors 
relating to each company’ First, you 
would want to consider the laws of the 
various states where the companies are 
chartered. Assume that you pick out 
50 companies from which you are going 
to make your choice, if you were to 
make a personal investigation to deter- 
mine just how ‘the laws of the states 
where these companies are doing busi- 
ness would affect them, you would find 
that it would take at least five years of 
your time to master the vital points 
here alone. For instance, a company 
chartered in New York state and doing 
business in the other states of the coun- 
try is compelled to carry about 35 forms 
of policies just to conform with these 
laws. 

“The next thing you would want to 
look up would be the charters. You 
would want to know what the various 
companies can or cannot do under their 


Some “Dos” and “Don'ts” Are Offered for 
Life Salesmen by D. J. Van Dyke of the 
Connecticut Mutual Life at Albany, N. Y. 


J. VAN DYKE of the Connecti- 

cut Mutual Life at Albany, N. Y., 

* has indulged in one of the favorite 

pastimes, that being to produce a list of 

“Don’ts” and “Do’s” that have come out 

of his own experience in the life insur- 

ance business. He first gives the 
“Don'ts”: 

Don’t knock the other fellow or his 
company. 

Don’t belittle a man because he is 
not carrying as much insurance as you 
think he ought, but encourage him to 
increase his line by showing him a busi- 
ness proposition, 

Don’t talk over your prospect’s head. 
Remember you understand insurance 
and possibly your prospect does not. 
For instance, I remember one man who 
was being canvassed for insurance by 
two agents, one doing the talking and 
the other being a very good listener. 
The application was taken in the case 
and arrangement made for the agent 
who had been a good listener to return 
in the course of a few hours and notify 
the man when to appear for examina- 
tion. Upon returning this good listener 
was asked by the prospective policy- 
holder to sit down and explain the pol- 
icy to him in detail, saying that what 
the other fellow had said went right 
over his head. This is not intended for 
a knock, but only to illustrate this point. 


Don’t Try to Cover 
Too Wide Territory 


Don’t try to cover too much territory. 
This is a source of frequent failure 
among men of our profession. Certainly 
a farmer would be insane who would 
try to operate a dozen different farms 
in as many different states. It is im- 
perative that we follow up our pros- 
pects closely, as it is impossible to in- 
terest all of them in one interview. 
Therefore, a prospect file arranged as 
simply as possible with notations as to 
interviews and results is an important 
thing. Remember, a 40 acre farm inten- 
sively cultivated will yield more crops 
than 100 acres of land half cared tor. 
Hundreds of men are being written by 
other agents, after having been sold the 
idea of life insurance, because we lost 
contact. 


Don’t Allow Yourself 
to. Become Stale 


Don’t allow yourself to go stale. 
Some agents do this because they so- 
licit the same men too often; moreover, 
these same men are apt to grow tired of 
seeing the agents too often. It is well 
to have a few nearby towns to which 





frequent trips may be tmhade. Some 
times a day’s absence from the old 
territory will put new pep into the 
agent, and leave him with an entirely 
different viewpoint of his prospects in 
his home town. 

Don’t talk insurance in public places. 
Many agents make the mistake of talk- 
ing insurance to anybody and everybody 
with the result that they become con- 
sidered public bores. 


Some of the “Do’s” 
To Be Considered 


As to the “Do’s”: 

“Do a day’s work.” 

Cultivate personality. Smile. This 
business of ours means everything that 
is worth while. Try to make your 
prospects see it that way. Remember 
life insurance in 90 percent of the cases 
is the last asset. 

Talk benefits. Don’t talk figures until 
you have to. A good many men can 
be sold an idea, but cannot be sold 
premiums, dividends, etc. By talking 
benefits instead of figures, you will elim- 
inate competition. Always remember 
there is a place in every man’s program 
for insurance, and it is our job to find 
the place. 


Make Each Policyholder 
Bureau of Information 


Make each policyholder a bureau of 
information as to obtaining new pros- 
pects. I know one agent who wrote a 
letter to each of his old policyholders 
asking them to recommend a few pros- 
pective new policyholders and obtained 
very good results. I believe the “end- 
less chain method” of securing pros- 
pects is very good. Usually, when 
you have a man sold, he will willingly 
give you the names of his friends whom 
he thinks might be interested in your 
proposition. There are so many dif. 
ferent ways in which a man can obtain 
prospects that I can see no reason for 
any of us to be without sufficient work 
to do every day. It only depends upon 
having an obligation to force us to go 
out and do a day’s work. I think if we 
can sell ourselves this idea of obligation 
thoroughly, and remember that our 
day’s work will relieve the suffering of 
some widow or orphan. the matter o 
consistent production will be pretty well 
taken care of. 

‘As a last thought, always go to a 
man with a definite business proposi- 
tion; present it to him in the shortest 
possible time, and you will find it no 
hard job to secure his name on the 
dotted line. 





charters and how restricted or liberal 
the states which have granted these 
charters have been to them. Then you 
would want to know something about 
the personnel of the company. If this is 
an income contract, it will have pos- 
sibly as many years to run as 80 and 
you would want to know not only some- 
thing about the present management 
but so far as possible, something about 
those who might be likely to manage 
the company in the future. Then there 
is the matter of investments, which in- 
clude mortgages on real estate in coun- 
try and city and in foreign countries. 
A careful personal investigation of in- 
vestments alone for the 50 companies 
would probably take as long as ten 
years. And before you could reach le- 
gitimate conclusions, you would need to 
know something of the system for book- 
keeping which they use. You have had 
sufficient business experience to know 
that a system of bookkeeping may make 
a marked difference as to the apparent 
standing of two different concerns in 
the same field, 


Would Be 98 Before Investigation 
Is Completed 


“You could not very well reach a fair 
conclusion as to the standing of a com- 
pany without knowing something about 
ts medical department and its agency 
lepartment.. Either of these may make 
or Wreck a company. It would take 
years to know something about these 
‘wo departments alone for all the com- 
panies. And then as a final investiga- 
ion, you would want to examine the 
contracts of these 50 companies. Con- 
servatively, each of these companies is- 
sues as many as 70 contracts, which 
makes 3,500 contracts to examine, and 
each of these contracts would contain as 
many as ten clauses that would require 
special care and application. That 
would mean 35,000 clauses to under- 
stand. By the time, Mr. Jones, that you 
had completed this personal investiga- 
tion in getting ready to buy this policy, 
assuming that you are now about 44 
years old, you would have reached the 
age of 98. When making the final de- 
‘ision you will find that you are going 
‘o trust the life insurance agent anyhow 
ind don’t buy from anyone whom you 
do not trust. Select the man that you 
believe can handle this satisfactorily for 
you and you will be satisfied with your 
life insurance purchase.” 


When the Prospect Can 
Not Afford to Purchase 


Any More Insurance 


1: OLIVE, general agent of the 
W ‘ranklin Life of Springfield, at 

* Holland, Mich., uses a good 
illustration in soliciting life insurance. 
A prospect tells him that he cannot 
afford to buy any more insurance. Mr. 
Olive then asked him if he intends to 
lay in a supply of coal for the winter or 
whether he has already done so. He 
puts down on a piece of paper what the 
coal costs him per ton this year and 
what it did ten years ago. Mr. Olive 
then tells the man that he is not asking 
him to buy any more insurance but he 
‘'s asking him to put his insurance on the 
same basis as it was a few years ago. If 
for example a man had $5,000, it might 
have carried out his program five or ten 
years ago. He shows by the price of 
coal and other commodities that the 
$5,000 will go about half as far or at 
the farthest two-thirds as far as it did 
when it was first purchased. Therefore 
he tells his prospect to take out enough 
insurance at least to measure up to what 
his line of insurance would have done 
when it was first purchased. 








24 


THE NATIONAL UNDERWRITER 


December 27, 1923 








INSURANCE ON BANK PRESIDENTS 


Ju Rule Disagrees With Opinion of Treasury D 
- of Directors of National Bank to Protect 


ent on Power 
ts Head 








UDGE VIRGIL RULE of St. Louis, 
J one of the leading attorneys in that 

city, has given an opinion to Assist- 
ant General Agent Eugene B. Stinde of 
the Northwestern Mutual Life in that 
city as to whether the national banks 
have the power to insure the lives of 
their presidents. The Treasury Depart- 
ment has declined to approve a plan for 
the insurance on the lives of officers of 
the national banks. Many life insurance 
men questioned the legality of this rul- 
ing. Judge Rule states that notwith- 
standing this opinion of the Treasury 
Department, he feels certain that a na- 
tional bank has full authority to insure 
the life of its president. A bank, he 
says, has the power to protect or insure 
any of its property. The life of its 
president is an intangible asset that may 
have a great value. Therefore, the 
directors have power to protect that in- 
terest. Judge Rule does not take any 
stock in the opinion of the Treasury 
Department that if such power were 
granted directers would abuse it. He 
says in connection with this issue: 


Questions at Issue 


“In compliance with your request, I 
have examined the law on the question, 
whether or not national banks have the 
power to insure the lives of their presi- 
dents, I have also read the memoran- 
dum copy of the opinion of the Treas- 
ury Department in which the depart- 
ment declined to approve a plan for the 
insurance of the lives of the officers of 
a national bank. I shall give you here- 
with my opinion on the question and 
shall also incidentally consider the 
opinion of the Treasury Department 
where it is relevant to the discussion, I 
shall not cite any cases in support of 
my opinion but I will say that any prin- 
ciples of law that I mention in this 
opinion are supported by authorities. 

wo questions naturally present them- 
selves when considering the power of 
national banks to insure the lives of 
their officers. The first is, whether or 
not a national bank has an insurable in- 
terest in the life of its president and 
the second is, whether or not it has the 
power, if such interest exists, to insure 
that interest. 

Insurable Interest in a Life 


“An insurable interest in a life is 
generally some interest (usually but not 
invariably of a pecuniary nature) in the 
continuance of the life insured, that is 
to say, there must be some reasonable 
expectation of a benefit to be derived 
from the continuance of the life insured. 
Thus a creditor has an insurable inter- 
est in the life of his debtor and as a 
development of this principle it is now 
well established that a corporation has 
an insurable interest in the life of its 
officers. 

“The opinion of the Treasury Depart- 
ment is against the plan for insuring the 
lives of officers of a national bank for 
one reason that inasmuch as the tenure 
of office of the president of a national 
bank is uncertain and depends upon the 
pleasure of the directors, it is too 
ephemeral to create an insurable in- 
terest in the bank. That statement is 
not in my opinion correct, and I am 
satisfied that it would not be difficult to 
establish that a national bank has an 
insurable interest in the life of its presi- 
dent. The more fact that his tenure is 
indefinite does not warrant the conclu- 
sion that it is ephemeral in the sense 
used in the law of life insurance. The 
truth is, that the tenure of most national 
bank presidents is permanent and ends 
only with their lives or with their capac- 
ity for performing the duties of their 
offic 


e. 
Connecticut Mutual Case 


“In the Treasury oninion agrgae a 
quotation from the opinion of Justice 
Bradley in the case of Connecticut Mu- 
tual Life vs. Schaeffer, 94 U. S. 457, 
which is cited as an authority for the 





statement that the tenure of the presi- 
dent of a national bank is too uncertain 
to create an insurable interest in the 
bank. An examination of this case and 
particularly of a sentence immediately 
preceding the part quoted shows that 
the Schaeffer case is no authority in 
favor of the position of the Treasury 
Department, but on the contrary is 
strong authority to the contrary. That 
case held specifically, that the necessity 
for an insurable interest relates only to 
the inception of the contract and that 
if there is an insurable interest at the 
time the policy is issued, the termina- 
tion of that interest does not invalidate 
the policy. 
Insurable Interest Provision 


“And Mr, Justice Bradley expressly 
says that in the absence of a controlling 
provision in the contract that the ter- 
mination of the insurable interest should 
terminate the policy, the holder of a 
policy, valid at its inception, is entitled 
to recover the full amount of the insur- 
ance without reference to the subse- 
quent diminution or cessation of the in- 
surable interest. This is true because 
life insurance is not a contract of in- 
demnity and the assured is not required 
to prove the amount of his loss as a 
condition precedent to his right to re- 
cover. The law is also well settled 
that the company issuing a policy, if it 
do so with knowledge of the interest 
of the person to whom the policy is 
issued, cannot defeat recovery thereon 
for want of insurable interest. 

“And it is also well known in the 
business and insurance world that in- 
surance companies encourage corpora- 
tion insurance and do not attempt to 
invalidate policies issued in good faith 
on the ground of want of insurable in- 
terest. I think, therefore, there is no 
doubt that a national bank has an in- 
surable interest in the life of its presi- 
dent, the opinion of the Treasury 
Department to the contrary, notwith- 
standing. 


Can Bank Insure President? 


“The next question is, whether a na- 
tional bank has the power to insure the 
life of its president, the Treasury De- 
partment having expressed the opinion 
that it has no such power. If this power 
is sought for among the express powers 
granted to national banks, it cannot be 
found because it is not one of the ex- 
press powers. But a grant of corporate 
powers includes not only the express 
powers granted but also all other pow- 
ers reasonably, incident and necessary 
to the full and complete enjoyment of 
the powers expressly granted. One of 
the duties of the bank and, therefore, 
one of its powers, is to protect every- 
thing of value belonging or appertaining 
to it against loss. This include not only 
placing a physical guard over it but 
protecting it by contracts of insurance 
and indemnity so that the value of the 
thing will be rendered to the bank in 
case the thing itself is destroyed. 


Can Protect Bank’s Interest 


“There are things belonging to a 
bank that are not admitted among its 
assets but are nevertheless assets in 
theory. Likewise there are things per- 
taining to a bank which are not in them- 
selves property, in the strictest sense 
and cannot appear in the assets of the 
bank because they exist only in con- 
templation of law, but such things may, 
nevertheless, be of real value and a 
source of great profit to the bank. No 
one will doubt that the board of direc- 
tors would have the right to insure 
property belonging to the bank even 
though it consists of assets that are 
not admitted into the list of assets by 
the controller of the treasury. On the 
same principle no one can doubt that 
the board of directors would have the 
right to protect the interest of the bank 
in something which is of real value to 





the bank and yet cannot be included in 
the list of assets because of its nature. 


Services in Nature of Property 


“The services of a president of a bank 
are of the nature of property, in that, 
they are often of great value to the 
bank and productive of great profit. 
They cannot be included in the inven- 
tory of assets because they are not prop- 
erty in the strict sense of the term and 
if they were they cannot be valued. 
Yet, the bank would often suffer a tre- 
mendous loss if the life of its president 
were suddenly extinguished. Whatever 
may be the opinion of the Treasury De- 
partment in theory, the fact is that the 
life of the president of a national bank, 
or any other corporation, has a definite 
value and the bank has an insurable in- 
terest in it.. That being the case, I am 
unable to comprehend why the bank is 
without power to protect its insurable 
interest in anything that it has. 


Would Power Be Abused? 


“The real reason why the Treasury 
declined to approve a plan for insuring 
the lives of officers of national bans 
seems to be the fear that the power 
might be generally exercised and, if so, 
examiners would be confronted with a 
new class of asset, the value of which 
would be greatly speculative and pre- 
sent temptations for over-valuation by 
the officers of the bank. It is admitted 
in the opinion that the liability to abuse 
is not entitled to great weight in the 
judicial decrimination of the existence 
of a power and the attitude of the de- 
partment seems to be based on the 
apprehension that this power might be 
generally exercised. In my opinion, 
there is little or no grounds for the 
apprehension expressed by the depart- 
ment. The amount of money that would 
be paid out for premiums for insurance 
on the lives of national bank presidents 
would never amount to more than an 
inconsiderable portion of the income of 
the banks, so that there would be no 
apprehension that it would absorb an 
unduly great portion of bank assets. 

“With regard to the new class of 
assets, it may be truthfully said that 
they are not speculative in value, but 
on the contrary one of the most stable 
class of assets known. No contract is 
susceptible of a more accurate valua- 
tion than a policy of life insurance and 
in most of the policies there is a state- 
ment of guaranteed cash values which 
can be realized at pleasure. Insurance 
policies could always be carried at their 
true cash value and when the insurable 
interest of the bank terminated, the 
policies could be surrendered and the 
cash value recovered from the compa- 
nies. I am therefore of the opinion that 
a national bank has the same right and 
power to protect a valuable insurable in- 
terest in the life of its president that it 
has to protect its insurable interest in 
some old shack which it happens to 
own.” 





Peerless Life’s Plans 


The Peerless Life of Kansas City, 
which so far is operating in Missouri 
only, has closed agency contracts re- 
cently which practically complete its 
organization south of the Missouri river 
in that state, and is rapidly completing 
its organization of the northern part of 
the state, although there is still some 
territory in that section which it has 
not yet been able to cover. 


Detroit Life’s Record 


The -official report made by the De- 
troit Life shows a record of new busi- 
ness written in Michigan in November, 
totaling $1,522,000. This brings the total 
of the Detroit Life organization up to 
$18,192,000 for the 11 months of 1923 
just passed. Compared with the same 
period of a year ago, when the record 
was $15,000,000, there is an increase of 
$3,192,000, more than 21 percent. These 
figures are particularly interesting as 
reflecting a general betterment through- 
out Michigan. 


— 

M. J. Cleary. vice-president of the 
Northwestern Mutual Life, has been 
elected to the board of trustees of the 
Marquette University school of medicine. 








Questions and Answers 
On Income Tax 





HE Equitable Life of New York 
answers some questions regarding 
the effect of the federal income tax 
law on proceeds of life insurance. The 
questions and answers are as follows: 
Question—Are the proceeds of life in- 
surance paid upon the death of the 
insured on the income plan taxable 
under the Federal income tax law? 
* * * 


Answer—Insurance money payable at 
the death of the insured is exempt from 
income tax. Interest paid to a benefi- 
ciary upon the proceeds of a life insur- 
ance policy left on deposit with the 
company at the time of insured’s death 
is exempt from income tax provided the 
policy restricted the beneficiary to that 
method of settlement; however, when it 
is optional with the beneficiary whether 
the money be withdrawn or left at in- 
terest, any interest paid is taxable. 

* * 

Question—Are the proceeds of life 
insurance policies paid upon death of 
the insured to corporations, partnerships, 
or individuals taxed under the Federal 
income tax law? 

‘Answer—No. 

* * * 

Question—Is the above answer true if 
the insurance is paid under the double 
indemnity clause? 

Answer—Yes. 

x* * * 
_Question—How are endowment poli- 
cies affected by the Federal income tax 
law? 

* * * 

Answer—The proceeds of endowment 
policies if paid on account of the death 
of the insured are considered the same 
as any other form of life insurance and 
are not taxable under the Federal in- 
come tax law. 

When endowment policies are paid on 
n:aturity, or when policies are surren- 
dered for cash, before maturity, the net 
premiums or the cash value on March 1, 
1913, plus the amount of net premiums 
paid subsequently, are exempt. 





Chicago Agency Leads 


The Beard Insurance Agency of Chi- 
cago leads the agents of the Pan-Amer- 
ican Life in volume of life insurance 
written. Robert H. Beard, head of the 
agency, is the company’s largest indi- 
vidual producer in the United States for 
personal business written. This agency 
has made rapid progress in the life in- 
surance field since taking over the gen- 
eral agency of the company. 





Life Notes 


Henry Faul, general agent for the 
Travelers at Evansville, Ind., 
turned from Boston, Mass., 
Was made a 33d degree Mason, 

James A. Maddox, representing the 
Missouri State Life at Columbus, O., 
has been reelected a member of the 
board of education in Columbus, 


Assistant Manager of Agencies H. J. 
Cummings of the Minnesota Mutual is 
making an extensive trip in the field 
visitin and establishing agencies in 
Ohio, Kentucky and Indiana. 

The “Atlantic Antics” is the name of 
a new ge er issued by the Atlantic 
Life of Richmond. It records happen- 
ings and doings in the home office. 

Job E. Hedges, counsel for the Asso- 
ciation of Life Insurance Presidents, 
addressed the annual! banquet of the 
Pennsylvania League of Women Voters 
in Philadelphia recently. 

Martha Mansfield, motion picture act- 
ress, who died recently as a result of 
burns, was insured in the Connecticut 
General Life for $50.000. The policy was 
a 20-year endowment and taken out sev- 
eral years ago. 

Charles William at head of the 
renewal Separtment of the A. O. Swink 
agency of the Atlantic Life at Richmond, 
and Miss Margaret Pollard Carter, an 
attractive and popular Richmond girl, 
were married recently. 

Harry E. Aldrich, vice-president of the 
Equitable Life of Towa, has returned to 
Des Moines after spending about ten 
days visiting the California general 
agencies of his company. 

























































‘Nothing humbler than ambition 
when it is about to climb.” 





MEN WHO THINK 


Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 
added that nothing is more aggressive in 


they are built for speed and 






end oe “0 7 ; for gaining its end, nor more conservative in 
general or state agency work, its choice of means to that end. 
will find it to their advantage The Franklin has a splendid tradition for 


“Aggressive Conservatism.” Organized to 
render practicable the highest ideals of life 
insurance, it has maintained among its un- 
derwriters, as the first essential, the highest 
ideals of service—ambitious service. 


to communicate with 








That other wonderful idea worded, “He 
profits most who serves best,” has been 
practiced by this company since 1884, Our 
men know it is true. 





LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building 
TOPEKA, KANSAS 









The Franklin Life Insurance Company 


Springfield, Illinois 





























STATE LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


MORE THAN 
TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE 33 CONSERVATIVE 


The Growth of Oak The Solidity of Granite 


On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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by thousands of agents. 





The National Underwriter Co. 


CHICAGO 


In addition to the above we publish many leaflets and books on life insurance 
175 W. Jackson 


and can furnish promptly the publications of all other publishers. We have a 
complete printing office and bindery especially equipped to do insurance work 
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